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Federal Trade Commission’s Su- 
preme Court brief in its appeal for 
, reversal in the Travelers Health 
Association case goes all out in arguing 
that the insurer’s home state, Nebraska, 
cannot oust FTC from jurisdiction over 
misleading mail-order sales practices 
in states where the insurer is not 
licensed, 4 ples 

FTC argues that the eighth circuit 
court of appeals erred in holding that 
the Nebraska law forbidding Nebraska 
insurers to engage in unlawful prac- 
ties “in any other state” is suffici- 
ent to meet the terms of the McCar- 
ran act proviso excluding the federal 
government from jurisdiction where 
insurance activities are “regulated by 
state law.” 

FTC contends that the Nebraska ex- 
traterritorial law is not only contrary 
to the McCarran act’s intent but also 


American Heritage 
life Files With SEC, 
To Acquire Reliable 


American Heritage Life has filed 
a statement with Securities & Ex- 
change Commission seeking registra- 
tion of 360,000 shares of common 
stock, with which it plans to acquire 
the multiple line insurer, Reliable. 
An SEC announcement said, “Ac- 
cording to the prospectus, American 
Heritage proposes to issue stock 
(amount unspecified, to be supplied 
later by amendment) to certain stock- 
holders of Reliable in exchange for 
57,492 of the 57,500 shares of Reli- 
able stock outstanding. The number 
of shares of American to be ex- 
changed for the Reliable stock multi- 
plied by the per share price to the 
selling stockholders will equal $4,- 
139,424 plus certain expenses. The 
company proposes to operate Reliable 
as a subsidiary. 

“The selling stockholders are Amer- 
ican Title, Swiss National, and Union 
Reinsurance. The amount of their re- 
spective shares to be distributed is to 
be supplied by amendment.” 


Commissioner Palmer Hurt 


Commissioner Alden C. Palmer of 
Indiana and Mrs. Palmer were injured 
ina head-on automobile collision near 
Dixon, Il., on Oct. 12. Mr. Palmer suf- 
fered multiple face and scalp lacera- 
tions requiring a reported 100 stitches 
but was not listed as critical. 

Mrs. Palmer suffered a broken nose 
and elbow, the latter requiring surgery. 
— were treated at the hospital in 

xon, 





Indianapolis Life's Sales Up 
Indianapolis Life’s sales for the first 
tne months were 20% ahead of the 
corresponding period last year. This 
Tepresents the highest volume of any 
similar period. 





unconstitutional. 

Following are some excerpts from 
the FTC brief that stress these points. 
Footnotes, which will be found at the 
end of the quoted portions of the 
brief, follow the numbering in the 
brief. 


We pass for the moment the serious 
constitutional question raised by the 
purported projection of Nebraska 
law beyond its boundaries (see infra, 
pp. 25-28). For, in any event, we 
submit that when Congress provided 
in the McCarran act that certain fed- 
eral statutes are displaced to the ex- 
tent that the insurance business is 
“regulated” by state law, it con- 
templated only regulation by the law 
of the state where the offending ac- 
tion occurs and has operative force 
and effect. 


FTC Brief Hits Hard At Nebraska’s 
Right Of Extraterritorial Control 


The interpretation adopted by the 
court below means that if residents of 
Maine, Florida, Texas, California, etc., 
are bombarded by misleading repre- 
sentations sent through the mails, the 
protective Federal Trade Commission 
act is displaced by reason of the exis- 
tence of a Nebraska regulatory law. 


Against McCarran Act 


We urge that it is contrary to the 
purpose of the McCarran act to con- 
strue it as displacing the remedy giv- 
en by the Federal Trade Commission 
act when the beneficiaries of the pro- 
tective federal legislation are without 
remedy under the law of the state 
where they live, work, and receive 
misrepresentations, even if officials of 
some other state may be clothed with 


power (should they choose to exercise 
(CONTINUED ON PAGE 42) 





ALC Annual 
Meeting 


Report Begins On Page 29 











Certiorari Denied 
In Ostheimer Case 


WASHINGTON—The Supreme 
Court has refused certiorari in the ap- 
peal of A. J. Ostheimer 3rd, North- 
western Mutual Life, Philadelphia, 
from an appeals court decision holding 
that he was liable for income tax on 
commissions on life policies purchased 
by him on the lives of members of his 
family and business associates. 

The appeals court held that the 
commissions were earned by the agent 
and constituted income and that the 
transaction could not be regarded as 
equivalent to buying something at a 
reduced rate. 

In the Mizner case in Texas, the 
trial court held that the taxpayer was 
not liable and the decision is on ap- 
peal to the fifth circuit court. If the 
latter should sustain the trial court, 
there would be conflict between cir- 
cuits and presumably the Supreme 
Court would have to resolve it. 


Gillooly, Former W. Va. 


Commissioner, Joins Pru 


Thomas J. Gillooly, onetime West 
Virginia commissioner, will join Pru- 
dential as assistant general counsel on 
Nov. 2. For the past three years he has 
been associate general counsel of 
American Life Convention at Chicago. 

Mr. Gillooly was born in Clarksburg, 
W. Va., in 1918, and received his AB 
and LLB at West Virginia University. 
He engaged in private practice until 
1949, when he was appointed assistant 
attorney general of his home state. Four 
years later, he was named insurance 
commissioner, a post he held until join- 
ing American Life Convention. 





Most NALU Locals 
For Discontinuing 
Midyear Meetings 


WASHINGTON—A large majority 
of member associations of NALU are 
in favor of dropping the midyear 
meeting as being unneeded, a survey 
of associations has brought out. 

However, most of those favoring the 
annual - gathering’s discontinuance 
would want to see something else sub- 
stituted for it, such as a series of re- 
gional meetings of the board of trus- 
tees, with at least some of the com- 
mittee chairmen and members on 
hand also. 

The majority vote in favor of abol- 
ishing the midyear meeting is in strik- 
ing contrast to the results of a sim- 
ilar poll taken only a few years ago, 
when a substantial majority favored 
retaining the midyear meetings. Ap- 
parently the comparative novelty of 
the idea mitigated against this action 
at that time, but by now the members 
have had more time to think over the 
pros and cons. 


Give Text Of N. Y. 


Actuarial Criteria 
For Regulation 39 


Covers ‘Discriminatory’ 
High Cash Value Policies, 
Fifth Dividend Option 


The New York department has 
adopted the following actuarial bureau 
standards for use in applying para- 
graphs 1, 3 and 5 of regulation: 39, 
which deal with high early cash value 
policies and minimum deposit plans: 


Paragraph 1—High early cash val- 
ues: 

(a) Subject to the provisions of 
section 154 (4), this paragraph shall 
not apply to policies issued for delivery 
outside of New York. 

(b) This paragraph shall not apply 
to industrial, group or monthly debit 
ordinary policies. 

(c) This paragraph shall not be 
applicable to any policy form if there 
is no departure from the company’s 
regular pattern of computing cash 
values. 

(d) This paragraph shall not be 
deemed applicable to any policy having 
surrender charges during the first 
four policy years not less than $10 per 
$1,000 of basic face amount at the end 
of the first year and decreasing sub- 
stantially uniformly during the re- 
maining years to reach the full reserve 
at the end of the fifth policy year or 
later. 


Rules For Departures 


(e) Except for (a)-(d) above, where 
there is a departure from the com- 
pany’s regular pattern of computing a 
cash value the following rules shall be 
met: 

I. The company must justify the 
higher level of cash values on the basis 
of savings in the per-policy expense. 
Dividend adjustments shall not serve 
as a basis for justifying higher cash 
values. Similarly, a mere redistribu- 
tion of commission payments (i.e., 
lower first year commissions combined 

(CONTINUED ON PAGE 16) 





Lincoln’s ideals 
expressed in Rus- 
sian—State De- 
partment official 
distributes copies 
of booklet on the 
life of Abraham 
Lincoln at the 
American Exhibi- 
tion in Moscow. 
Some 100,000 cop- 
ies of the booklet, 
published and re- 
printed in Russian 
by John Hancock, 
were distributed 
during the exhibi- 
tion. 
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Exhibits At NALU Rally Emphasize 
Wide Interest In Audio-Visual Aids 


with a recruit training problem on hisit, the device is “the machine with 


By WILLIAM MACFARLANE 


The tremendous growth in populari- 
ty of audio-visual sales and training 
aids was strikingly illustrated at the 
recent NALU convention, where it 
seemed as if at least half of the ex- 
hibitors were selling audio-visual 
equipment and films. What’s more im- 
portant, however, is that the exhibits 
were getting the rapt attention of 
numerous interested watchers. 

So it is hardly surprising that life 
insurance prospects and agent trainees 
find themselves so readily fascinated 
by the vivid, attractively colored pic- 
tures and the machine’s skillfully 
spoken message. 

What are the reasons for this up- 
surge in popularity? How do the audio 
visual aids benefit the producer on the 
job, the general agent or manager 


hands? And what is their record 
among those who have already used 
them—the men in the field, both the 
newcomer to life insurance selling 
and the leading producer who has 
added the aids to his already proved 
successful sales approaches? 

According to one agent who has 
been quoted in a report on the use 
of slidefilms in life insurance calls, 
prepared by John Colburn Associates, 
producers of “motivation presentation” 
films, a sound slidefilm is the only 
life insurance sales device that “turns 
off the TV and even shuts up the 
kids.” 


Entertainment Appeal 


Or, as Howard Turner of the audio- 
visual division of Dukane Corp., man- 
ufacturers of slidefilm projectors, puts 


an authoritative voice that never 
tires,’ with “an electronic brain that 
never forgets.” 

In actual practice, audio-visual aids 
are these things and more. It isn’t 
only the TV that gets turned off and 
the kiddies reduced to a state of mes- 
merized silence. 

Everybody likes entertainment, in- 
cluding the grownups, and even when 
they are being sold something. The 
agent who opens his interview with 
something like, “I’ve got a color slide- 
film here that I’d like to show you,” 
has an interested, receptive and co- 
operative audience right from the 
start. 

Given the approximate running time 
of the film, even the prospect ap- 
proached in his office may be con- 
vinced that it is to his a‘v2~tage to 

(CONTINUED ON PAGE 38) 





Joe Gibbs To Return 
To Tex. Department 
For The Third Time 


Joe P. Gibbs has been named for 
the third time to the Texas Board of 
Insurance Commissioners. He will fill 
the unexpired term of David B. Irons, 
who has resigned effective Nov. 1 to 
enter law practice at Dallas. 

Mr. Gibbs already has 12 years with 
the Texas department behind him. He 
was appointed originally by Gov. 
O’Daniel in 1941 after having been a 
local agent at Seguin. He served until 
1952 when he resigned to become 
chairman of Nolte National Bank at 
Seguin. In 1957, he was recalled by 
Gov. Daniel to serve an unexpired 
term and he stayed through the re- 
organization of the department until 
the start of 1958 when he returned to 
the Nolte National Bank. 

In the days when Texas had three 
commissioners—for fire, casualty and 
life—Mr. Gibbs was the casualty 
commissioner. The department now 
functions with a three-man board of 
commissioners plus a chairman. Wil- 
liam A. Harrison has the title of in- 
surance commissioner in Texas and 
the members of the board are Penn 
J. Jackson, Robert W. Strain, and ef- 
fective Nov. 1, Mr. Gibbs. 


Dorfman’s License 
Revoked In Illinois 


Director Gerber of Illinois has or- 
dered the revocation of the agent and 
broker licenses of Allen M. Dorfman 
in that state. Similar action has been 
taken in New York and Michigan in 
the last few months. Mr. Gerber’s 
order followed a recommendation to 
this effect stemming from a hearing 
at which L. A. Berman of the Illinois 
department acted as hearing officer 
on charges that Dorfman misappro- 
priated and converted to his own use 
$51,461 he collected from members of 
the teamsters’ union from 1954 to 
1957. 

Dorfman, who represents the Dover 
and Union agencies of Chicago, has 
written most of the group business 
on the teamsters’ union. He cannot 
apply for an Illinois insurance license 
for two years. According to his at- 
torney, he will appeal the department 
ruling in circuit or superior court and 
ask for a stay of the order. 





Actuaries New Study 
To Revise Outdated 
Experience Figures 


The generally accepted average 
weights of American men and women 
will be in for some startling ravisions 
when Society of Actuaries makes pub- 
lic its new findings based on a study 
of a large segment of the nation’s pol- 
icyholders. The findings will be con- 
tained in the society’s “1959 Build 
and Blood Pressure Study,” scheduled 
for publication in a few weeks. 

Current weight tables, those used 
by physicians and appearing on weigh- 
ing machines, are based on an actu- 
arial study published nearly 30 years 
ago. 

The new study, which, according 
to the society, is the most extensive 

(CONTINUED ON PAGE 18) 


New Communication 
Service For Life 
Companies Formed 


Howard D. Shaw, who for six years 
was director of public relations of 
American College and American Soci- 
ety of CLU, has formed a consulting 
and educational service to work with 
life company management in the com- 
munications field. The new organiza- 
tion, Institute of Management Services, 
has its headquarters at West Chester, 
Pa. 

Mr. Shaw, president of the service, 
has assembled a group of recognized 
experts in the special phases of com- 
munications work to act as consul- 
tants. An announcement mailed to life 
company officers lists among the serv- 
ices provid2:d by IMS business corres- 
pondence, policyholder relations, pub- 
lic speaking. conference leadership, 

(CONTINUED ON PAGE 18) 


October 17, 
6 


Group On Policy 
Loans, Dependeni 
Proposed In N.Y, 


Limit On Stock Ownership 
Of Authorized Insurer By 
Unlicensed One Also Aske 


NEW YORK—Dependent Soup, x 
sociation group on members of a pn, 
fession or calling, and group on aj, 
company’s policy-loan borrowers 3 
among the legislative proposals Up fe 
discussion at the hearing scheduled }; 
the New York department for 10 a: 
Monday, Oct. 26 at the New You 
County Lawyers Assn. Building r 
Vesey Street, New York. 

The agenda, which includes ite, 
suggested by industry sources and ty 
department itself, also includes Die 
posals that would do the following 

—Prohibit ownership of more thy 
25% of the stock of a licensed or x 
thorized insurer by a corporation y 
itself authorized to do an insurance by 
iness in New York. This would n 
quire all non-licensed or unauthorixj 
insurers presently holding more tha 
25% of such stock to divest themselys 
of it within a prescribed period. 


A&S Schedule Filings 


—Require A&S insurers to {fi 
schedules of rates, commissions, con 
pensation and fees with the supe. 
intendent at least 30 days before they 
effective date to permit review. 

—Broaden section 273 to inclu 
within the definition of unfair meth. 
ods of competition and unfair and « 
ceptive practices any violations of sq. 
tions 442 (b) and 442 (c) of the » 
nal law. 

—Amend section 34, which cove; 
judicial review, to substitute “dete: 
mination” of the superintendent fr 
“regulation or decision.” This woul 
broaden the right of judicial revier 

(CONTINUED ON PAGE 22 























BiBitertiisins 


The 1959-1960 NALU board of 
trustees sits for its first formal picture, 
at the association’s annual convention 
in Philadelphia: Standing, from left, 
R. B. Walker, New York Life, Holly- 
wood, Fla.; David M. Blumberg, Mas- 
sachusetts Mutual, Knoxville; Paul R. 
Green, Aetna Life, Seattle; R. Edwin 
Wood, Phoenix Mutual, San Fran- 
cisco; John Z. Schneider, Connecticut 
General, Baltimore; Lou’s J. Grayson, 
Travelers, Washington, D.C., NALU 
treasurer; Jack A. Stewart, Phoenix 
Mutual, Cleveland; Robert S. Clay- 








ton, Liberty National, Mobile, Ala.; 
Francis G. McNamara, Old Line Life, 
Waukesha, Wis.; William H. Gatling, 
Jefferson Standard, Norfolk, Va.; Au- 
gustine J. Halloran, Baltimore Life, 
Williamsport, Pa. 

Seated are Robert W. Frye, North- 
western Mutual, Denver; Ellen M. 
Putnam, National Life of Vermont, 
Rochester, N.Y.; William E. North, 
New York Life, Evanston, Ill., NALU 
vice-president; R. L. Walker, Penin- 
sular Life, Orlando, Fla.. NALU im- 
mediate past president; William S. 





Hendley Jr., Mutual of New York, Co 
lumbia, S.C., NALU president; RB. L 
McMillon, Business Men’s Assuralt 
Abilene, Tex., NALU secretary. 
Messrs. Gatling and Halloran # 
newly elected to the board. Reelectel 
for another term on the board wet 
Messrs. Blumberg, Stewart and Me 
Namara, and Miss Putnam. Robert | 
Walker becomes immediate past pres 
dent of NALU because of the a 
ment of Oren D. Pritchard as 4 
vice-president of Union Central Life. 
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fair and . At Lutheran Mutual, we believe that everyone is important. For 


ae that reason our Family Plan was designed in such a manner that individual 
policies could be written to fit the particular needs of each family member. 














hich coves 
P For the same reason we are now emphasizing that parents guarantee 
This wot! the insurability of their future children. This new feature of the Family Plan 
yr assures parents that a policy may be written on a newborn baby -- RE- 
GARDLESS OF HEALTH and without evidence of insurability -- between 
the fifteenth day and the third month after birth. This agreement is now 
available in most states and it is of particular advantage to young Lutheran 


families. Group billing is available if desired. 








This is an example of one of our up to date policies. Add to that the 
latest sales aids including audio-visual films, selling in a select market 
backed by a Home Office where you are a FIRST name, not a number, and 
you will have some of the advantages our Lutheran Mutualmen enjoy. If 
you are a Lutheran why not see what Lutheran Mutual can offer you. Con- 
tact C. O. McGee, CLU, Director of Agencies. 
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Box 321, Northside Station 


To members of the Foundation Group, Tomorrow 


opportunities of the future—a future when plans will 


A warning of the continuing possi- 
bility of federal regulation of life in- 
surance was voiced by the president 
of National Assn. of Insurance Com- 
Are Turned Toward missioners, Paul A. Hammel of Ne- 
vada, at the American Life Convention 


The Eyes of Foundation 


TI WD FUTURE annual meeting in Chicago. 
Mr. Hammel said that during the 


last few years there has been a great 
increase in governmental investiga- 
tions and that he would be “reluctant 
to say whether these investigations 


is as important as Today. With keen vision and broad have. ae hace mek wesaiied in wenetteied 
perspective, members of this unique group are build- legislation.” 
ing and planning their sales organizations to meet the Lists Fields Covered 


“In the past five years we have had 


become three-dimensional realities. investigations relative to various in- 


surance industry activities covering 


FOUNDATION GROUP MEMBERS CAN such subjects as ‘automobile insurance 


misclassifications’; ‘tie-in practices in 


CONCENTRATE ON GROWTH the credit life and credit A&H busi- 


BECAUSE: ness’; ‘misleading advertising by com- 
° panies doing an A&H business’; ‘avi- 
ation insurance’; ‘ocean marine insur- 


They are provided with centralized home office serv- ance’; ‘fire insurance rate-making’; 
ices, freeing them of such details as accounting, 


‘welfare funds’ and many other facets 
of the insurance business. 


tabulation, auditing, underwriting, policy issue and “Only last month a general counsel 
premium billing. of one of the member companies of 


this organization, the American Life 
Convention, said to me, ‘We will never 


MAKE APPLICATION NOW have federal control of the insurance 
TO BECOME A MEMBER OF business,’ and ‘the many investigations 


being conducted do not pertain to the 


THE FOUNDATION GROUP life insurance business.’ In reply to 


that line of thinking may I quote 
from the remarks of the Hon. Victor 
R. Hanson, assistant attorney-general 
in charge of the anti-trust division of 
the Department of Justice in his state- 


Atlanta 5, Georgia 








ment on Oct. 16, 1957, in this hotel 
when he said, with reference to the 
Supreme Court decision on the South- 
eastern Underwriters case: ‘Following 
this decision determined efforts were 
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Life Insurance in Force 
Over $1,500,000,000. 


NEVER LIFT A FINEER 


In keeping with the company’s well-established 
policy of offering the newest developments, 
Life and Casualty Insurance Company of Ten- 
nessee offers CHECK-O-MATIC. It makes the 
monthly payment of insurance premiums com- 
pletely automatic so you never lift a finger 
with a pen or stamp. 


Check-O-Matic never forgets. It protects your 
protection by assuring you that your premiums 
will automatically be paid when due. 


Life and Casualty keeps abreast of every new 
development in the industry. 













Life and Casualty 
__—_ Srserance Company of Tonner 
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Fend Off U.8. Control, 
NAIC President Urges 


made to persuade Congress to oyg ' 


17, pgpctoe 






All lit 
pethod 


it and exempt insurance from sBoduct 


anti-trust laws. Instead, Copp 
passed the McCarran act, assuring «, 
state regulation would continue : 
paired, but on terms designed tg eVoh 
a coordinated system of state af 


federal control.’ 
Quotes O’Mahoney Aide 


“Who else involved in the 


investigation believes that we y 
eventually have both federal ang ga 
control or federal control of the ingw 


ance industry? An example 


Richard Heins of the University g 


Wisconsin, a very able member 


O’Mahoney’s staff. In his class 
insurance regulation at the Univers 
of Wisconsin in 1957 he included 
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his outline the following: ‘The pregajpf insur 


structure of regulation is in a 


tion stage from exclusive state reg 
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p sell sl 





tion to dual federal and state regi,ual Inc 


tion or exclusive federal regulation 

“The distinguished senator fr 
Wyoming, in speaking last October; 
Miami, Fla., to the annual Meeting ¢ 
the National Assn. of Independent }; 


surers, expressed his interest 


ements 
ng fami 
d’s a 
prade st 
yholdet 
will 
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life insurance business in no uncerjygtion-proo 
terms. He placed particular emphagprovides 


on his interest in the fact that the lid 
insurance industry today has consi 
erably larger assets than it had | 
years ago, but has considerably le 
money invested in federal bonds thy 


it did at that time. 
Asks What’s Next 


“What is next, Mr. Anthony? } 
have had demonstrated, in what 
consider no uncertain terms, the i 
terest of many federal bureaus, inclui 
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by fixed 
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Mr. Re 
itories, 

buipped 
loans anc 
how poss 
e vari 
ell a pc 


ing the Federal Trade Commission, tyompany 
Securities & Exchange Commissimmanufact 


the attorney-general’s office, the h 
terstate Commerce Commission, th 








rity that 
d to fi 


Veterans Administration, etc., in taionwide’s 


affairs of the insurance industry, { 
say nothing of the interest of indiv 


dual members of Congress. 


“What makes the life insuran 
industry complacent and impregnable 
Certainly not because it is perfect; ¥ 
all know that no human endeavor evé 
reaches perfection. Why have I ask 















nd com] 
d perso 
In its r 
ried to fi 
mee ser 
host imy 
erson W 
rvices h 


that question in such a critical Walnwers ; 


I believe the answer is obvious. | 
seems that complacency is too prev 








son the 
proach, 


lent in the life insurance indusfpecjalict- 


relative to the interests of the 


bers of Congress and the vari0i, 
federal bureaus in the insurance bus 
ness. Have you ever tried doing bus 










melthe study. 
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ed by 
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ness with a federal bureau? Well Brvices: 


have, and I don’t like it.” 


Wis. Blue Cross To Pay 
Unlimited Hospital Stay 






16%; sel 
romptnes 
ll expla 
ies, 35% 
nsurance 





Wisconsin Blue Cross is offering romptnes 
contract providing unlimited stay % policies, 


the hospital to groups of 100 or mo 
subscribers. The plan calls for 5 





lew Has 


Cross to pay benefits as long & 4igo. j, 
attending doctor says hospitalizat eve that 
is necessary. All hospital services | aims, un 
prescribed by doctors are paid Be won 4 
fully and there are no limitations Gey p,. c 


out-patient care—treatment or di 


sis. 
Blue Cross will pay in full 
semi-private room. 


agp) 


hat polic 
mpany — 
fot Bonsible 4 
tore than 





Maximum monthly premium {9 resuit, 
family is $14.50, which compares © B agents ; 
about $10 for the more common "ink to g 


Cross contracts. 
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Nebraska Insurance 
Institute, Set For 
U. Of Omaha, Oct. 30 


Co-sponsored by Insurance Feder- 
ation of Nebraska, Creighton Univer- 
sity, and the universities of Omaha 
and Nebraska, the fourth Nebraska In- 
surance Institute will be held on Uni- 
versity of Omaha’s campus, Oct. 39. 

Diversified fields of insurance will 
be discussed by William H. Rodda, 
secretary Transportation Insurance 
Rating Bureau, Chicago; Davis W. 


Gregg, president American College of 
Life Underwriters; Robcrt R. Neal, 
general manager Health Insurance 
Assn. of America; Bradford Smith Jr., 
executive vice-president North Amer- 
ica, Philadelphia; William C. Fitch, 
director of Department of Health, Ed- 
ucation & Welfare’s special staff on the 
aging; William Grubbs, Nebraska com- 
missioner, and Nebraska Senator Carl 
Curtis. 

Some 500 are expected to attend, 
including 150 students selected on a 
scholarship basis. In addition to guest 
speakers, there will be a series of ques- 





HzeNATIONAL UNDERWRITER 


tion and answer discussions. A lunch- 
eon, reception and banquet are also 
scheduled. 


Old Age Blue Shield In Minn. 

ST. PAUL— Minnesota Medical 
Service (Blue Shield) is offering a 
pre-paid medical-surgical care plan 
for persons 65 or older. Coverage in- 
cludes allowances for surgery, medi- 
cal care, diagnostic X-rays and labora- 
tory treatment, X-ray treatments and 
some anesthesia. The cost is $2.95 a 
month. 
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The Man with the Plan for 1959 will soon 
be named. Who is he? He is a progressive 
Independent Agent representing The Employers’ 
Group of Insurance Companies, one of the few 
nation-wide full line Life and Property carriers. 
How will he be chosen? The 1959 Man with the Plan will be selected from among 
Employers’ Group Agents from coast to coast for his outstanding contribution to the 
Insurance profession and the Independent Agency System. 
Our 1959 Man with the Plan will be privileged to award a $2,000 Educational 
Endowment to any child of his choice. Underwritten by The Employers’ Life, 
the proceeds of the Endowment may be used by the child at age 18 for advanced study 
for a chosen business, skill or profession. 


contribution to advanced education. 


INSURANCE COMPANY OF AMERICA 


EXECUTIVE OFFICE: 


110 MILK STREET, BOSTON 7, MASSACHUSETTS 


ONE OF THE EMPLOYERS’ GROUP OF INSURANCE COMPANIES si 
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Coogan Retires From 
Boston Association 


BOSTON—William C. Coogan, ¢ 
utive director of the Boston Life a 
5 derwriters As; 
since early , 
has retired, He 
SUCCeedeyg | 
Robert H. yy 
for the last 
years Cxecytj 
secretary of « 
Massachusetts j 
surance Bn. 
Assn. 1 
Mr. Coogan , 
honored at th 
October lunch 
meeting of the 
sociation. In addition to serving 
executive secretary of the Bog, 
association, he has held the same y 
with Massachusetts Life Underwri, 
Assn., Boston Life Insurance & fy, 
Council, Boston CLU chapter, Bog 
General Agents & Managers Assn, , 
New England General Agents & } 
agers Assn. In addition, the Boy 
association office sets uv all the Liy 
classes in the area—14 in life last y 
and two in A&S. 

Mr. Wood was executive secret 
of the Worcester County (Mass.) My 
ter Home Builders Assn. before gos 
with the brokers organization. 
latter expanded 60% while he 
managing it and now has more th 
2,000 members. 


Cornbelt Files With 
SEC For More Stock 


Cornbelt and Cornbelt Life of Frm 
port, Ill., have filed statements wi 
Securities & Exchange Comnisij 
seeking registration of 200,000 shay 
of common stock for the first 
100,000 shares for the second o 
pany. Cornbelt has 500,000 sha 
outstanding, Cornbelt Life has 100) 

Cornbelt stock will be offered at 
per share for subscription by sted 
holders of record Sept. 15 at the 
of four shares for each 10 held} 
underwriting is involved, but broke 
and dealers who join in the distri 
tion will receive a 40 cent commi 
sion. Unsubscribed shares will be 
fered for public sale. Proceeds will 
to capital and surplus. 

The life company stock will bed 
fered at $4.50 to holders of reo 
Sept. 15, at the rate of one share lt 
one share held. There is no uni 
writing but the commission is 45 cet 
Unsubscribed shares will be offa 
to the public. Cornbelt owns 5l. 
of Cornbelt Life. 











W. C. Coogan 


San Antonio Life Managet 


Told Department Function 


Robert W. Strain of the Ta 
Board of Insurance Commission 
addressing San Antonio Life M2 
agers ‘Club, described functions 4 
operations of the Texas departma 

As presently organized, significa 
developments in Texas regulati 
Mr. Strain said, are: The three ma 
bers of the state board of insuré 
commissioners must act as 4 
they appoint and supervise the ! 
surance commissioner, whose du 
are administrative; they approve ? 
licies and enforce the laws; they 
termine rates on fire and casua 
insurance, and they hear appeals i 
the commissioner. 

Mr. Strain emphasized that | 
members of the board consult ' 
their staff members and there 
staff members at all hearings. 
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tock Grass is always supposed to be greener in the next pasture. That’s why they 
a have fences for cows. And that, too, is why there are globe-trotters, and 
: i ssi divorce courts, and dissatisfied life insurance salesmen. 

he But Franklin salesmen don’t bother looking over fences with that day- 
be = dreaming light in their eyes. They know that the grass is greenest right where 


pi they are. Last year the hundred leading Franklin representatives averaged 
0. 
on by sto $37,070.98 in commission earnings. The 100th man earned $19,708.93. The 


eo 200th man earned $13,936.21. And the 300th received $10,717.82. 
, but bi r : (Figures as reported to Internal Revenue Service.) 


= pi That's lots of alfalfa! 


a So if you are suffering from wallet-anemia, and have developed a roving 

oe eye for the fields beyond the fence, take a look at a Franklin Agency contract. 

sige - It assures contentment, with an ample supply of “long green.” 

me share i 

is no unde 

- “2 An agent cannot long travel at a faster gait than the company he represents! 
e olie . 


owns 50. 
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CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
departma The largest legal reserve stock life insurance company in the U.S. devoted 
1, signific exclusively to the underwriting of Ordinary and Annuity plans 
regulati Over Three and a Half Billion Dollars of Insurance in Force 
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Kastner Reviews Life 
Legislation, Takes 
Look At Next Year 


The long and hard-fought battle over 
life insurance company taxes and its 
“total take” of 500 
millions plus, dom- 
inated the nation- 
al scene this past 
year, Ralpk H. 
Kastner, general 
counsel American 
Life Convention, 
reported in his an- 
nual review of 
life insurance leg- 
islation at the an- 
nual meeting be- 
ing held this week 
at the Edgewater 
Beach Hotel. 

Speaking before the ALC’s Legal 
Section, Mr. Kastner recalled that 
Congress, by separate legislation, also 
extended the Korean war corporation 
and excise taxes for another year, thus 


r a ad | 





Ralph H. Kastner 


HteNATIONAL UNDERWRITER 


continuing the basic 52% rate hereto- 
fore applicable to life companies. 

He said strong pressure for enact- 
ment of Jenkins-Keogh type of legisla- 
tion will take place early next year. 
This would encourage establishment 
of voluntary pension plans by self- 
employed individuals (to grant a tax 
advantage somewhat equivalent to 
those accorded ‘“‘employes’’) by making 
their contributions to pension retire- 
ment programs currently deductible 
from gross income and postponing the 
tax until distribution at or following 
age 65. 


Will Push Forand Bill 


Another live issue in 1960 will be 
proposals to exclude from gross income 
taxes paid by employes under the 
railroad retirement act, for social 
security, and for contributions to the 
federal civil service retirement pro- 
gram. Similarly there will be strong 
push for measures like the Forand bill, 
providing hospitalization, surgical ben- 
efits and nursing home care for 
OASDI beneficiaries, most providing 
for a tax increase, but at least one 
with no tax increase. 

Mr. Kastner reported also on the 


new housing legislation that had been 
passed, and on the law affecting vet- 
erans’ housing. He noted that Sen. 
Long will press in 1960 for a bill to 
reopen the purchase of lapsed National 
Service Life Insurance policies. 

Other federal government activities 
reviewed by Mr. Kastner include 
federal employes’ health insurance 
legislation and the group life modifi- 
cation; proposals affecting ‘outside 
salesmen;” continuation of the author- 
ity of the O’Mahoney subcommittee 
investigation of insurance, which will 
undoubtedly cover some aspects of 
life insurance operations; and the pre- 
paration for a White House Conference 
on Aging. 

He also covered a large number of 
activities relating to life insurance oc- 
curring in state legislatures. 

He noted that during 1959 all seg- 
ments of the insurance business finally 
agreed on a model statute in the field 
of retaliatory legislation. ‘“Remarkable” 
progress was reported as nonforfeiture 
and valuation laws were amended to 
incorporate the Commissioners 1958 
Standard Mortality table and a three- 
year setback for female lives in 20 
states. 





















Broad, Liberal, and Sound 


paired risks. 


men. 


The 


The Lincoln National field man offers 
impaired-risk protection as broad, liberal 
and sound as modern underwriting and 
actuarial science can make it. Backed by a 
company with 47 years of continuous ex- 
perience in the substandard field, he brings 
the comfort and protection of Life and 


Accident and Sickness insurance to im- 


Lincoln National’s broad impaired-risk 
coverage is another reason for our proud 
claim that LNL is geared to help its field 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


Fort Wayne, Indiana 








October 17, IXy 


‘COU’ BROWNE WARNS: 


Don’t Let Advanced 
Experts Bulk Too 
Large In Planning 


“Ours is a job of market Manager_ 
not only sales managers—and ge 
of our job is th 
have a true eq. 
sclousness of th 
business as a whole 
and the _ inter. 
lationship of jx 
component parts 
Micou F, Brown. 
executive vig. 
president ay 
agency director 
Occidental Life ¢ 
North Carolin, 
told the Agen 
Section of th 
American Life Convention at its anny| 
meeting in Chicago. 

Mr. Browne said that there is gj. 
dence that some agency officers hay 
either forgotten sound principles ¢, 
have become “brain-washed” with 
ambitious and untried methods ayj 
have used principles of operation th 
actually falsify results. 








Micou F. Browne 


Too Much On Specialists 


Most of the agency executives, te 
said, are gearing their regional aj 
national conventions and sales semi- 
nars to the concept of spending 50% 
to 75% of the time directing comments 
to the so-called advanced underwri- 
ing specialists. Thus they are giving 
most of the attention to the 10% of 
the job rather than the 90% whin 
is the same as it was 20 or 30 years 
ago. 

The 90% of the job of the agency 
executive, Mr. Browne stated, stil 
consists of “improving the person 
organization of our time, making wis 
and sound market analyses, develop- 
ing sound plans for short range ani 
long range manpower development, 
improving our skills in human rek- 
tionships, and developing greater ¢- 
ficiency in the area of sound insu- 
ance business management.” 

“Our challenge is to be a balant 
wheel for salesmen and home office 
associates alike,” he said. “Yesterday, 
today and tomorrow, 90% of our jo 
should be involved in the functions 0 
market management that fulfill ow 
true company objective.” 

Focusing on the 10% of the job to 
be done gives the agency officer a kini 

(CONTINUED ON PAGE 20) 


LIFE—A & H EXECUTIVE 
MANAGER OPENINGS 
$17,000 - $7,000 





East H. Off. Group Mgr. $17,000 
Chicago _Life Actuary $16,500 
South H. Off. Life Agcy. Dir. $15,000 
W. Coast Pension Actuary $15,000 
South Agcy.-Life Dept. Mgr. $10,000 
M. West __Life Undr. Supv. $10,000 
S. West Group Undr. Supv. $ 7,500 
East Growit ~ Supv. Undr. $ 7,000 
W. Coast even Actuaria 
Openings $12,000 to 
Salary Range $14,000 


Positions above representative of extensive 
listings for Managers—Executives all ~— 
of the country. Confidential handling @ 
transactions. Write for HOW WE OPERATE’. 
No obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 





HArrison 7-9040 
330 S. Wells St. Chicago 6, I 
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president of Southern United Life of New secretary of the Legal Section 
NS: Beesley Heads ALC Montgomery, suggested that further Acker man Heads is Allen C. Steere, 2nd vice-president 
7 study be given to the code. “We want and general counsel of Lincoln Na- 


nceq 
0 


Agency Section 


Joseph L. Beesley, senior vice-pres- 
ident of Equitable Society, was elected 
chairman of the American Life Con- 
yention Agency Section at the annual 
meeting in Chicago. 

Mr. Beesley, who has been the 
section’s secretary for the last year, 


to be certain that it isn’t so strict that 
small companies can’t operate under 
it,” he said. 

Huff Baines, Austin and Sully 
Woodland, Kerrville, Tex., were 
Southland Life’s volume and _ pre- 
mium leaders, respectively, in the com- 


ALC Legal Section 


James N. Ackerman, vice-president 
and general counsel of Bankers Life 
of Nebraska, was elected chairman of 
the American Life Convention Legal 
Section at the annual meeting in 
Chicago. 

Mr. Ackerman, who has been sec- 


tional Life. 


Two Leave Texas Staff 

Harold Selke, chief of the examina- 
tion division of the Texas department, 
and Robert L. Roebuck, acting man- 
ager in the actuarial division, have 
resigned as of Nov. 1. Mr. Selke is to 







































Managers_ succeeds A. E. Wall, vice-president pany’s annual August leaders’ month retary for the last year, succeeds H. 
and My in charge of agencies of Confederation campaign. Roland Aycock, San An- Harold Leavey, vice-president, gen- be a vice-president of Sam Houston 
Job is to Life tonio, led other agencies in percentage eral counsel and secretary of Califor- Life in Houston and Mr. Roebuck is 
- true eqn. New secretary of the section is increase of new business. nia-Western States Life. to become a consulting actuary. 
ms of ve frank Vesser, vice-president of Gen- 
a Whole ican Life. 
1e inter. eral American Li ~ id yy 
up of its s = 
ent pa Owen Combination ' yg , 
> Browne, e ‘ - ye S M 
"| Section Chairman you M YOU CAN NOW, WITH THE STATE Mutua 
dived W. Sheffield Owen, vice-president 
tal Life gf of Life of Georgia, was elected chair- 
Caroli, | man of the Combination Companies e 
e Agia Section of American Life Convention 
Nn of the§ at the annual meeting in Chicago. e 
t its ann} Mr. Owen, who has been section 
T secretary for the past year, succeeds ] ren. 
ere is gj.f Glen J. Spahn, 2nd vice-president of 
ficers hay: Metropolitan Life. ; 
inciples «rf New secretary of the section is 
hed” with} George B. Thompson Jr., 2nd _ vice- 
thods anjf president of John Hancock. : P P 
ration fia — This policy is the answer to heretofore neglected fam- 
Mass. Mutual Lowers ilies in the family market where only one parent and 
Annuity Premium Rates his or her dependent children are to be insured. It 
ralivas B Massachusetts Mutual has lowered covers a wide variety of family situations — where one 
Zional an A . : SEAN . . 
aa) ees premium rates and in parent cannot be insured, chooses not to be, is deceased 
ss Tie creased its guaranteed interest rate ? 4 ; 
nding 5%] $n deposit administration group an- or where a divorce situation exists. 
Beers nuity plans. The company has also 
Twrit- : 
"1 lowered contract charges and liberal- = = = P 
are iis] ig underwriting requirements for Some Sales Highlights of this Policy 
0 0 
. | such plans. ; ; : 
ae whic sha favorable rates on deposit ad- @ For parents, issue ages 18-50, and dependent children, ages 15 
[_ eeeeeicn aroup senate plans days to 18th birthday, protection is available in 1, 114, 2, 2% 
were made possible by the progres- ; : . Sig 
he agen] sive elimination of the federal income and 3 units. — unit provides $5,000 Whole Life insurance on 
ated, : tax on investment income on reserves parent; $1,000“ Term on each insured child, which terminates 
> person} of insured pension plans, continued ‘ : - : 
EEE Tceement in investment camines on policy enry nearest age 25 or policy anniversary nearest 
, develo-} and a reduction in administration insured parent’s 65th birthday, if sooner. 
range and} costs, *$250 from age 15 days to 6 months 
velopment} As examples of the new rates for ‘ , 
— = $1 of monthly income for a male age @ Premium independent of the number of insured children. Reduces 
reater &-} 65, a life annuity may be purchased : ’ 
nd insw-] for $143.88 during the first five con- SET Wage ES. 
tract years, and $146.53 thereafter < 4s : 
9 QUE IE teeael ta theme denosited Gur e At death of parent, existing Term coverage on children becomes 
me office] ing the first five years. Premium rates paid up. 
Yesterday,J were some $3 higher before the rate 
f our job} change went into effect. @ Conversion privilege for insured children up to 5 times amount 
nctions 0 Investments will be credited to the ae : : : : aA 
MEE Giles Wie fund at a guaranteed. rate of expiring Term insurance, without evidence of insurability. 
ne a eee ee Te ring gene @ Accidental Death Benefit and Waiver of Premium Disability 
ver akini} deposited in the active fund during Benefit, as provided in the policy, automatically included on life 
29) the first five contract years. Previous- of insured parent. 
____| 'y, the guaranteed rate was 3% for the 
TIVE isla after deposit and 2.75% @ Family Income, Supplemental Level Term and Guaranteed Insur- 
GS ot ability Riders available on life of insured parent. 
sa New Code Approved 
$15,000 The insurance committee of the Ala- a STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA ' 
$1000 |] bama house by an 8 to 5 vote has giv- MAIL COUPON NOW =} y WORCESTER, MASSACHUSETTS : 
10m en a favorable report to the proposed a a 
: new insurance code. It will now be comvoweweunane . Please send me full information about your new § 
"|| Put on the house calendar for a vote. ——— a i i a 
“ Be ese axcth, ope ieee Parent and Children Policy. . 
12,000 to . ews 0 ay County + 
; $14,000 who served as chairman of the interim STATE MUTUAL LIFE : 
extesire) MMittee which drafted the proposed SURANCE COMPANY OF AMERICA Name ; 
all ae hew code said it is similar to a model Home Office: Worcester se eee ! 
dling law in effect is a mumsber of states and ome Office: Worcester, Massachusetts bs : 
Which is designed to remedy some of atin ' 
EL the abuses in the insurance business. ; : 
The proposed code carries several g direet Se Ree ee 
SIVELY | *Mendments proposed by Commission- : : 
er Edmon L. Rineheart. James H. Horn, g City $$ ________ State_________ 8 
ago 6, I former commissioner, and now vice- Beem eeeseseseeseee euqaceueeuunaunaummnd: 
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LIAMA Publishes Fact 
Book On Mutual Funds 


LIAMA has published a fact book 
on mutual funds titled “What You 
Should Know About Mutual Funds,” 
which is designed to give the life 
agent an impartial picture of this type 
of investment and how to ccp2 intel- 
ligently with it. The book is being 


made available as a “dividend” book 
with the October issue of Manager’s 
Handbook and separately through the 
association. 


The John Hancock Signature Series 








Written by James L. Howard Jr., 
LIAMA sstaff editor, and based on 
research by Leonard W. Ferguson, 
program director, the book explains 
the various kinds of funds and invest- 
ment companies, describes their in- 
vestment policies and gives a brief 
history of them from 1860 through 
the 1929 depression to the present. 


Ma‘ority Are Ethical 


While suggesting that the great 
majority of mutual fund salesmen are 
ethical, the author notes there are a 
few in the field who do not under- 





PS AMOEE IY AS REA SOE 


He can offer 
modern service... 
streamlined for action 





FieNATIONAL UNDERWRITER 


stand the principles of life insurance 
and who attack it in order to sell 
their own product. The final chapter 
is an agent’s aid for dealing with mu- 
tual fund competition. 


Membership Drive In Mich. 

Lionel J. Devereaux, Great-West 
Life, Lansing, president Michigan 
Assn. of A&H Underwriters, and J. J. 
Will Paul, Detroit, past president of 
the state association, were speakers 
before the Port Cities A&H Assn. at a 
meeting marking the launching of a 
membership drive. 

| 











The John Hancock man has always offered the very best 
in client service—and today it’s even better. Now, he can 
provide client service that has been streamlined for action: 


i understanding. 
2. 
client convenience. 
3. 
4, 


With these extra client service advantages to help make 
the sale— and to keep clients sold — no wonder the John 
Hancock man likes to sell John Hancock. 





MUTUALG LIFE 






in Hh 







Ss 


NY 2 
OCC 





Simplified policy forms — for easier reading and 


Simplified two-part application forms for regular 
adult, third party, and juvenile insurance — for 


Accelerated policy issue — for client satisfaction. 


Immediate processing of claims—for client approval. 


INSURANCE 
BOSTON, MASSACHUSETTS 


y  feoboned D the most advanced life insurance portfolio 


COMPANY 





To Cooperative Group 


October 17, 195 





One-Stop Trend Cited 


More than 100 delegates from 4 
nations attended the meeting of 1, 
insurance committee of Internationy 
Cooperative Alliance in New York 
The conference of the insurance sq. 
tion was the first held in the weste, 
hemisphere. Eight U.S. companies and 
18 foreign insurers were representej 
at the session. 

Dean Jeffers, vice-president of sales 
of Nationwide Mutual, reported that 
a research project his company pp. 
cently undertook showed clearly that 
purchases are not now made for jp, 
dividuals, but for families, and thi, 
includes insurance buying. 

Convenience in buying is also fy. 
coming a prime factor in insurance 
marketing. The trend will be for the 
family to purchase all insurance nee 
including life and A&S, in one pack. 
age from a single company. Mr, Jg. 
fers implied that the non-multiple 
line companies might find themsely« 
at a competitive disadvantage in th 
years ahead. 

Ernest Klepetar, vice-president anj 
chief actuary of Mutual Service of y 
Paul, said insurers had an obligation 
to policyholders to improve servig 
on existing needs and to discover ney 
needs. He charged many companie 
with inventing needs, rather tha 
searching for new ones, to keep a step 
ahead of competitors. He cited the 
family life policy as an example of; 
contrived need. 

As a remedy against such futur 
inventions, Mr. Klepetar  suggesta 
that a joint agency be set up for re 
search on existing needs; on the basis 
for assessing the cost of the product 
equitably; and on the possibilities of 
extending the availability of the prod- 
uct to classes of risks which trad- 
tionally have been regarded as unar- 
ceptable. 


Guardian Raises Discount 
Rate On Advance Premiums 


Guardian Life has raised the dis. 
count rate on life insurance and a- 
nuity premiums paid in advance of 
their due date. The new rate is the 
equivalent of 4% interest, compared 
with the 3% previously allowed. 

According to John L. Cameron, pres- 
ident, Guardian Life policies now con 
tain a provision which allows advance 
premiums to be included with other 
proceeds at time of settlement ani 





applied under an income option. 


The Unity Mutual 
Life Insurance Company | 
of New York 


Insures 
The Whole Family 


Unity agents are equipped | 
to serve every need for per: | 
sonal insurance. Juvenile | 


policies our specialty. 
e 

L. J. BAYLEY I 

Secretary 





E. R. DEMING 
President 
HOME OFFICE—SYRACUSE, N. Y. 

aie 
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LIFE INSURANCE EDITION 


_ PEOPLE WITH HISTORIES OF . 


SUDDENLY! 


T.B. 





A VAST 
NEW 





HEART 
TROUBLE 





MARKET 





OTHER SERIOUS 


CONDITIONS 


who previously have been 
considered UNINSURABLE may now qualify for 





Think of the people formerly ineligible who now can 
be insured. Consider them as a group and you realize 
suddenly there’s a vast new market available to 
Mutual of Omaha representatives. 

The Select Security Policy provides coverage for loss 
of income and hospitalization. It includes many key 
features which make it the ideal protection plan. 


Among them: 

e Renewal Safeguard on Hospital and Income 
protection plans 

¢ No reduction in benefits for sickness which 
formerly classified a policyowner as 
substandard 

© Miscellaneous benefits available for all sick- 
nesses or accidents covered in the policy 


Mutual 


OF OMAHA 





MUTUAL of OMAHA’S 


NEW SELECT SECURITY POLICY — 


Yes, the Select Security Policy is a great protection 
plan. And it’s just one of the many great protection 
plans offered by Mutual of Omaha. It seems that 
whenever you stop and reflect on “‘who’s showing the 
way”... “who’s pioneering the important advances” 
... the answer is Mutual of Omaha. 


So why don’t you see how you can become a mem- 
ber of the Mutual of Omaha career sales team. For 
details write Howard Dewey, Mutual of Omaha, 
Omaha, Nebraska. 


MUTUAL BENEFIT HEALTH 
& ACCIDENT ASSOCIATION 


HOME OFFICE 


OMAHA e NEBRASKA 


Vv. J. SKUTT, President 





12 


HieNATIONAL UNDERWRITER 


Nationwide Mutual Sees All Lines Selling In The Cards 


in mind that the market for separate 
policies is likely to remain strong even 
after the introduction of omnibus con- 
tracts, Mr. Rennie observed. 

There are two distinct trends in 
comprehensive policies, he went on. 
There is the packaging movement to- 
ward fewer and more inclusive con- 
tracts, and there is the approach to- 
ward broader, all-loss insuring agree- 
ments. 

Both of these trends will be seen 
in tomorrow’s coverages for the fam- 
ily. The economic welfare of the fam- 
ily depends upon its present assets 
and its future income potential. Both 
assets and income are subject to all 
the risks which the family faces in 
its life cycle. In this context, the func- 
tion of insurance is to provide pro- 
tection against those hazards upon 
which actuarial probabilities can be 
determined, and whose cost is eco- 
nomically feasible to insured. As they 
apply to the average family, the prin- 
cipal insurable risks might be grouped 
in two broad classes. The first is loss 


(CONTINUED FROM PAGE 5) 


in income, arising from untimely 
death, superannuation or disability. 
The second is reduction in net worth, 
arising from property loss or damage, 
legal liability, compensation, or third 
party medical expenses, or insurable 
expenses incurred. 


Approach To Future 


At the present stage of product de- 
velopment, these family risks can be 
covered only by a multiplicity of in- 
dividual policies. But the situation is 
changing rapidly. The family auto 
policy and homeowners are examples 
where the insurance needs of the en- 
tire family have been packaged in sin- 
gle, omnibus policies. The following 
five groups of policies might form a 
first approach toward a comprehen- 
sive family insurance program: Life, 
retirement income, disability income, 
medical expense, and property and 
liability, including homeowners and 
the family automobile policy. 

If this program were packaged in a 
single portfolio to consolidate the en- 


tire insurance needs of the family, 
sold on an account basis by a single 
agent and paid for by means of a 
single monthly payment plan, it would 
represent a forward step in helping 
families to plan their insurance dol- 
lars. 

The full potential of the all lines 
product can be realized only when a 
completely integrated, all loss port- 
folio has been developed for the fam- 
ily, Mr. Rennie said. All loss policies 
would tend to eliminate duplicate cov- 
erages and to fill the gaps in existing 
protection. The trend toward such 
policies is being propelled, he believes, 
by the knowledge that someday the 
business can achieve full protection 
for the average family. The job now 
is to help the average family do a 
more comprehensive and balanced job 
of risk management over its full life 
cycle. 

“Budgetism,” is a psychological force 
in the U.S., he declared. It is accel- 
erating the consolidation of life and 
property-liability coverage and shap- 
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Guarding the Future of America 


PLUSES 


FOR YOU 


$25,000 Non-Medical Privilege 
Top Commission, Override 
Vested Renewals 

Complete Home Office Service 
Modern Sales Aids 


FOR YOUR CLIENT 


Volume Discount 
Guaranteed Purchase Option 
Fifth Dividend Option 


Special Business Plans 
(High First-Year Values) 


Coupon Savings Plan 


Premium Waiver and 
Disability Income 


Hospitalization and A &H 


J. M. Mottley 
President 


For Greater Profits... 


SELECT THE SPECIALTY 


that appeals to YOU 


Our District Manager and/or General Agent 
contract gives you MAXIMUM FLEXIBILITY for 
more profitable operation. Choose your own 


specialty: 


e PERSONAL PRODUCTION 


Larger income from your own business. 


e BROKERAGE DEVELOPMENT 


From other life agents or general lines agents. 


e BUILDING CAREER 


We have some outstanding recruiting tools. 


Whether you want to SELL, DEVELOP BROK- 
ERAGE, or MANAGE CAREER MEN, make it 
Mutual — Praetorian Mutual, that is! 


“MORE POLICYHOLDER PROTECTION 
PER PREMIUM DOLLAR” 







P.O. BOX 419 ® 


Write today in confidence to: 


OLD LINE LEGAL RESERVE 


INSURANCE COMPANY 


DALLAS 21, TEXAS 
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T. H. Penton 
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Agency Director 
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ing the form of payment plans. You, 
couples in the $3,500-$7.500 inet 
brackets have an almost Obseggi, pis 
desire to wrap up all their coy, D 
in a single package and pay the tog 

premiums monthly. i 















The pressure for payment pp 
virtually forces insurers to cone! 
date coverages in order to COVEr oye, 
head costs through increased month 
premiums. Consumer demand for 
ment plans is thus perhaps the sty, ‘ 
est factor underlying the trend tg 
an all lines package. This pregg. 
may also speed the passage of 
lines legislation, because payp 
plans would be greatly simplified 
all policies could be issued by a sing 
company. ' 

With today’s variety of policies ay 
varying policy terms, payment pla 
tend to be cumbersome, costly to 
minister, and of doubtful 
tency, Mr. Rennie observed. They 
work effectively in the long run g& 
if the family’s policies are wrap, 
up in a single “open-ended pa 
by a single agent and issued 
single company group. This kind 
account selling would be good me 
chandising, and it would permit 
velopment of the kind of pr 
budgeting plan insured seeks, 


Results Of Study 


The source of demand for paymeg| 
plans is often misunderstood by jg! 
surance people, he believes. They tej 
to think that the pressure arises frp 
basic social and cultural changes, bij 
it simply reflects the fact that mip 
lions of middle and lower income # 
milies are moving into the insurane 
market in a big way. The majority @ 
people in the upper income strata ay 
still paying life premiums annualy 
But the middle and lower strata haw 
always tended to pay life premium 
more frequently, and want to buy di 
their insurance on this basis. 

Nationwide has studied the relation 
between the frequency of payment o 
individual life policy premiums ani 
the policyholder’s socio-economic stat- 
us position, by taking a sample ¢ 
New Haven policyholders. In the up. 
per socio-economic class, 57% pail 
premiums annually, 15% semi-annv- 
ally, and 28% monthly or more fr- 
quently. In the middle class, 24°, 
24% and 52% paid at these respectit: 
times, and in the lower class 5%, 1% 
and 88% paid on the three bases. 


Will Need Payment Plans 


As middle and lower status peopl ( 
with long ingrained life premium pay- 
ment habits move into the propertj- 
casualty field, insurers must create 
payment plans suitable for the in- 










































































































stallment mentality of these groups If 
More important, as the merger move der 
ment tends to develop life and generé ing 
lines packages, the plans must cor you 
form to the familiar premium paymel! fies 
patterns of these groups, Mr. Reni 
declared. fut 
Other observations on all lines sell mai 
ing and the factors involved, describes abl 
in Mr. Rennie’s talk, will be carmé abil 
in a subsequent issue. pro 
eee bili 
Life & Trust Men To Heer Upare full 
Chicago Life & Trust Council at! ing 
Oct. 22 luncheon meeting at the Be N 






tel Sherman will have as_ speak! 
Arthur G. Upgren, professor of eco: 
nomics Macalester University, * 
Paul. A. J. Baber of Chicago Title‘ 
Trust Co. is program chairman. 
ervations may be made through 
cago Assn. of Life Underwriters, 
West Madison Street. 
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Through the employment of 






Ostly to modern engineering, James Watt 
tful harnessed the power of the steam 
d. They y engine and revolutionized the 
mg run oy transportation world. 





In the field of life underwriting 
Security Benefit has harnessed 
the age old problem of highly 
rated or rejected cases through 
the employment of “Individual- 
ized Medical Underwriting.” 


IMU is a flexible underwriting 
program designed to meet the 
ever-changing needs and de- 
mands of a discriminating public. 





Why not “Discover the Differ- 
ence” in your earnings by join- 
ing a company that is ahead of 
the times in service, Home Office 
cooperation, and liberal under- 
writing procedures? 










changes, bi 
‘t that miki 
income fe 
e insurang 


Se Licensed in most states, Security 
majority f 


: Benefit is a sound, established, 
le strata a highly rated company, offering 
1S annually! its representatives up-to-date 
strata haw policies, efficient Home Office 








e premit 1 cooperation, plus tested sales 
t to buy 1 aids. We feel we are the Com- 
oasis : pany with the DIFFERENCE— 
j here’s just a few reasons why: 
the relation 
payment of 5 
miums ani eTop first year and renewal 
nomic stat commissions for General 
sample Agents: (Liberal vesting 

in te . provisions) 

57% paid e Exclusive substandard facili- 
semi-annt: ties for you and your brokers 
Pass e Lifetime Service Fee 
e respectit: e Disability income when sick 
ass 5%, 1% or disabled 
bases, ; 

e Liberal retirement plan 
atus people e Office allowances 
>mium pay- 


e property: SCAREER OPPORTUNITY¢ 


nust create 


or the in ss Se 
ese grouls If you’re like many alert Life Un- 
rger move derwriters, you have been search- 
and gener ing for the company which can help 
must val you make Life insurance a career 
m paymet instead : : : 
Mr, Renti nstead of a job without a definite 
future. At the present time we have 
Lines sel: many excellent opportunities avail- 
1, describe! able for men whose experience and 


be carrie! ability qualify them for personal 
producing general agent responsi- 
bilities. If you feel that you can 
fulfill this challenging and reward- 
ing opportunity, contact us today! 


MARC F. GOODRICH, CLU 

Assistant Vice President 
Dept. 43 

SECURITY BEVEFIT. LIFE 


INSURANCE COMPANY Topeka, Kansas 
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‘CURE FOR JUMBO’ 


Same Multiple Of 
Pay For Allin A 
Group, Sloane Asks 


NEW YORK—The best cure for the 
jumbo group problem would be a law 
that an employer 
must give group 
coverage in the 
same multiple of 
annual pay to rank 
and file employes 
as to owners and 
top executives, 
Harold N. Sloane, 
general agent of 
Continental As- 
surance at New 
York, told an ed- 
ucational meeting 

of New York City 
oecubiaiandan Life Underwriters 
Assn. 

Mr. Sloane said he is opposed to 
handling the situation by following 
the Canadian pattern of denying the 
income tax shelter to group above a 
specified amount. 








Wants Government Excluded 

“I don’t want the federal govern- 
ment interfering,” he said. “Let’s give 
them all the group they want—but 
require them to give the same num- 
ber of times salary on the little man 
as on the big man. They’ll never do it, 
because they’re not doing it for the 
little man but for the big man.” 

Mr. Sloane said he wondered wheth- 
er the agency vice-presidents in the 
ordinary departments realized what 
their own group departments were do- 
ing in the way of expanding into 
areas generally thought of as being 
the province of the ordinary depart- 
ment. 

“Maybe some of the companies 
think that direct writing is right,’ he 
asserted. “Maybe they forgot how this 
business was made great by the com- 
mission-compensated agent.” 


Mentions ‘Vindication’ 


Mr. Sloane referred to what he 
termed the vindication of his warning 
as long ago as last March that the 
group-writing companies were plan- 
ning to use group to cover business 
resulting from the passage of the 
Keogh-Simpson bill, should such legis- 
lation be enacted. 

Saying that his warnings at the 
midyear meeting in Minneapolis were 
largely unheeded, he recalled that at 
the recent annual meeting in Phila- 
delphia, William H. Pryor, Connecti- 
cut Mutual, Wauwatosa, Wis., chair- 
man of the field practices committee, 
read letters he had received from 
heads of group-writing companies 
whom he had asked about their plans 
respecting Keogh-Simpson business. 


Calls Strategy Clear 


Mr. Sloane said it was abundantly 
clear from these letters that the main 
group-writing companies were plan- 
ning to write Keogh-Simpson busi- 
ness on a group basis. 

The other speaker was Carl H. 
Madden, assistant secretary and man- 
ager of the public information depart- 
ment of the Federal Reserve Bank of 
New York, who talked on the prob- 
lem of inflation and on the steps that 
should be taken to curb it. 


Lynn W. Perkins, Roswell, N. M., led 
Franklin Life’s agents in September 








with a reported volume of $1.1 million. 
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This completely modern basic training program, in 
four parts, is designed to assist the new field asso- 
ciate attain his goal of Career Life Underwriter. 
These Keys To Successful Selling will help him 
along the Right Road faster and easier. 
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Changes In The Field 


New York Life 


William F. Leisman Jr., general 
manager at Harrisburg since 1955, has 
been appointed superintendent of 
training for the middle Atlantic region, 
with headquarters at New York. He 
joined New York Life as an agent in 
1949 at Philadelphia, where he became 
assistant manager in 1952. In 1955, 


he was assigned to the home office for 
six months as a management assistant. 

John T. DeBardeleben, manager at 
Savannah, has been named superin- 
tendent of training for the southeast- 
ern region, with headquarters in At- 
lanta. He joined the Nashville general 
office in 1952 as an agent, becoming 
assistant manager there in 1953. From 


FeNATIONAL UNDERWRITER 





1954 to 1956, he helped build a new 
agency at Chattanooga. Afier comple- 
tion of a management training course 
at the home office, he was named 
manager at Knoxville. 


Indianapolis Life 


V. Sydney Carlson has been ap- 
pointed district agent in Valparaiso, 
Ind. In the business since 1947, Mr. 
Carlson is a past president of Calu- 
met Assn. of Life Underwriters, and 
currently is a director of Indiana A&S 
Underwriters Assn. He also is a life 











3 GREAT NEW :— 
AH PLANS(,, 


Brokers can now fully satisfy their clients’ needs for 
A & H protection through Great-West Life. Our new 
A &H program includes non-cancellable and guaran- 





teed continuable contracts. 


f ECONOMASTER | 


SERIES 


YOUR FUTURE 


@ New level premium scale 
@ Premium variation by issue age 


ASSURANCE COMPANY 


HEAD OFFICE - WINNIPEG, CANADA 


IS OUR 





Disability income plans, non-cancellable and guaranteed con- 
tinuable to age 65. Available to employed men, ages 18 to 65. 


Commercial disability income plans for accident only — or for 
accident and sickness. Available to both men and women. 


Guaranteed continuable medical expense plans — lifetime hos- 
pital and surgical contracts; and a Major Medical contract with 
benefits up to $7,500. Available to families and individuals. 


@ Increased Maximum Benefits 
@ Autopay Monthly Premiums 


For full details, contact our nearest office 


Great-West Lire 


BUSINESS 








Ng 
1, 


as 


TODAY 





MEPL) eC OCG ST, 




























October 17, 194 





































end qualifying member of Ing. 
Leaders Club. ay - 
Re 
Paul Revere-Mass. Protectiys J gen 
: jnsul 
: H. Glenn Hu there 
since 1958 t top ! 
supervisor fop three 


southern ales » 















gion, has bee, ( 
named gener, 
agent at Memp§ °° 
He _entereg of ch 
insurance bys Ap 
in 1947 as a Neb., 
cial agent, lip and . 
becoming digg, 500 
manager of 

H. G'enn Hunt Farm at Nashyij. 

Life & Casualty 
Former district sales 


named district managers are J 
C. Savarino at Lakeland, Fla., 
C. R. McRae at Washington, D.c, 


Prudential 


George D. Ayd has been appoint 
district manager at Ozone Park, yy 





He joined Prudential as an agent ¢ Fre 
Brooklyn in 1937 and was Promoted ¢; 

staff manager in 1950. years 

Mr. E 

Home Life Of New York ~~ 

Albert A. Levingston, aid to «4 landb 

vice-president in charge of the westey Nan 


sales division, has been appoint agers : 
manager at Los Angeles. He joing and R 
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Richmond, where he became assistag Moved 
manager in 1956. He was promoted Was Pp! 
field assistant, sales, in 1958. He isq@ Manage 
CLU. Willic 
W. Wayne Templeton has beg been p 
named manager at Portland, Ore. Hg stoup | 
entered the life business as an ageg Pahy a 
for Penn Mutual Life at Spokane g 2amed 
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eral agent at Portland. He is a direc Royal 
of Oregon Life Managers Assn. promote 
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and the following year went with Na- 


tional Union Life. ; 
Robert L. Lassett has been appointed 








: : agent at Omaha. He began in 
rotective  otg with Washington National 
Glenn Hy, there in 1955, and has been one of the 
1958 train: top five producers of the company for 
sor for ty three years. 


Occidental Of California 
Occidental Life has made a number 
of changes coast to coast. : 
Appointed managers at Lincoln, 
Neb. and Portland are N. W. Solomon 
and Fred L. Booth, respectively. Mr. 
solomon joins the company after three 





N. W. Solomon 


Fred L. Booth 


years at Lincoln with New York Life. 
Mr. Booth, with the company since 
1954, succeeds Jack Barry, who re- 
tired Sept. 30 after heading the Port- 
land branch for 19 years. 

Named assistant brokerage man- 
agers are John J. Gerber at Van Nuys 
and Ronald N. Smith at Seattle. Mr. 
Gerber had been an agent at Los 
} Angeles for Pacific Mutual since 1955. 
Mr. Smith had represented Connecti- 
cut Mutual at Seattle during the past 


year. 
- New brokerage manager at Norfolk 
is Thomas H. Wilford. He has been 
with the company there since 1956, 
having entered the business in 1947 
with Sun Life. 

Clayton T. Mills, Los Angeles, has 
been promoted to regional group man- 
ager, succeeding Frank V. Stoltze who 
has joined the company’s agency divi- 
sion. Mr. Mills, associate regional 
group manager since 1957, joined Oc- 
cidental in San Francisco in 1952. He 
# moved to Los Angeles in 1953 and 
was promoted to assistant regional 
manager two years later. 

William N. Pittman, Atlanta, has 
been promoted to assistant regional 


la group manager. He joined the com- 


pany at Atlanta in 1957, and was 
named group sales representative last 


4 October. 









Royal F. Dedrick, Newark, has been 


promoted to group sales representative. 

Leonard G. Bonnett and Robert B. 
3 Claxton have joined the company in 
tiona Los Angeles. Mr. Bonnett was ap- 
as been a Pointed group service representative 
Minneapg and Mr. Claxton group sales trainee. 
‘itzgerald Larry D. Kraus, assistant regional 












group manager, has joined one of the 
stoup offices in Los Angeles following 
temporary assignment in the home 
office, 

Robert C. Bourque has been ap- 
Pointed general agent in Sarasota, Fla. 
Mr, Bourque leaves Peninsular Life 
after having represented that company 
in Sarasota and Fort Myers since 1956. 


Massachusetts Mutual 

James L, Hodgkins, who joined 
Massachusetts Mutual in 1957 as an 
agent, has been appointed district 
Manager at East Portland, Ore. 

Carlo A. Apa, who has been with 
the company as an agent since 1950, 
mes supervisor at Portland. 
Charles Anderson has been ap- 





ishe"# pointed staff supervisor at Albuquer- 





que to assist General Agent Donald A. 


LIFE INSURANCE EDITION 


Stephens in recruiting and training. 
Mr. Anderson has been in the business 
since 1955. 


American United 
John E. DeCew has been appointed 
manager at Flint, Mich. He has been 
in the life business for five years. 


Life Of North America 


John M. Bergin, assistant manager 
at Philadelphia, has been appointed 
general manager at Miami. Before 
joining Life of North America in 1958, 


he was assistant manager with New 
York Life. 


Phoenix Mutual Life 
George S. Vrionis has been appointed 
associate manager of the Lincoln agen- 
cy at New York. He has been with the 
agency for 20 years and during that 
time has qualified for MDRT three 
times. 


United States Life 


George H. Bonsal has been appointed 
manager of the life and A&S depart- 
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ment of the Laird-Hagee agency at 
Harrisburg, general agents of several 
property and liability mutuals and of 
U.S. Life. Mr. Bonsal, a CLU, has been 
with Bankers Life of Iowa and Fidel- 
ity Mutual Life at Harrisburg. 


FIDELITY BANKERS LIFE has 
appointed Jerry P. Keohan manager 
of the southern Georgia branch office 
at Tifton. He entered the life field 
with Prudential in 1949. 





Manhattan Life has been licensed 
in Idaho. 





ADVERTISED 
IN LOCAL 
NEWSPAPERS 


Advertisements similar 
to this one are targeted 
at the prospects of 

our representatives in 
their own local areas. 
Each advertisement 
features a particular 
policy; thus affording 
the local agent a 

“hard selling” partner. 
These advertisements 
will reach millions 

of readers throughout 
our territory, building 
prestige for the company 
and developing prospects 
for the agent. 

The fine promotional 
assistance rendered by 
newspapers, magazines 
and reprints of 

our ads, furnished by 
the Home Office, are 
additional ammunition. 
All this, coupled with our 
top-notch policies and 
sales aids, will help you 
sell more under 


PAN-AMERICAN’S 
CAREER CONTRACT 


President 
Executive Vice-President 


Tih hla 


Senior Vice-President 












































Be confident—A Pan-American 
plan will pay your mortgage! 


MORTGAGE REDEMPTION POLICY 


This policy assures mortgage payments in the event of death of 
the head of the family. It is one of Pan-American’s most popu- 
lar plans—because, if the family head lives to complete all 
mortgage payments, the money saved under this plan can be 
converted into several attractive assets. 


MORTGAGE DISABILITY POLICY 


This plan provides a guaranteed income for mortgage payments 
if the family head is totally disabled. It is available at extreme- 
ly low rates, and its many advantages will enable you to face 


the future more confidently. 


Call this office today to be sure your family will always have 


your home. 


Among the top 10% of 
U. S. Life Insurance 


General Agent’s 
Name and 
Address go here 











Companies—writing 
more than 90% 
of all life 
insurance. 










__amt Pan-American Life 
Hits §=©Insurance Company 


A Mutual Company @ New Orleans, U, S. A. 
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* a * # than amount bands but, in general, the policy year, except in the event of 
Actuarial Criteria For Regulation 39 highest minimum starting amount of default of premium payments gy; 
any minimum amount policy form the first policy year. = 
which the department will consider as VI. In general, each company’s 3 
acceptable should not exceed $25,000. plication under paragraph 1 shal] be 
considered on an individual basis, 
: Paragraph 3—one-year term diy; 
V. If a first year loan value is dend option: 3 
shown, such value should not be avail- : ir The 
able prior to the expiration of the first ne ae . rgd Poi an oF nade 
first two policy years of not less than cash value bases. policy year and such restrictions shall not apply to policies ‘enied tall — ment: 
$8 and $4 per $1,000 of basic face IV. Subject to II above, a company be incorporated in the policy. Similar- oy tside of New York. Ctlvery Osca 
amount. may justify a higher level of cash ly, if a first year cash value is shown, (b) This paragraph shall tion su 
III. Subject to II above, reasonable values on one or more minimum such value should not be made avail- te Sl — hrs +t not apply 
amount bands for higher levels of cash amount policy forms on a basis other able prior to the expiration of the first ot wneatiieby debit ordinary pala 


Needn’t Be For All 


(c) A company offering a fifth divi. 
dend option need not make such optigy 
available for policies issued fy 
amounts of $5,000 and under. Hoy. 
ever, for larger amounts the fifth diyj. 

dend option shall be required on » 

é 0 nN UL) a “across the board” basis except thy 

the company may file reasonable yp. 

derwriting rules for the granting of 

such fifth dividend option as may bef Oscar 

justified and approved by this depart. en 
ment. He jou 


e 
LO TOU 1S ee (d) A company offering a fifh 
dividend option shall specify in ty %"_° 
policy, rider or endorsement the bagi . 
of the maximum charge for the fifth _ 


dividend option. The actual Charge peg 
may be subject to annual determing. venta 
tion by the board of directors, Defi. | 
ency reserves are required where ; coal 
company guarantees a charge for the — 
fifth dividend option which is les) yo? 
than the valuation basis. Whatever = ie 
annual charge is adopted by the board gh 


of directors, it should be consistent 
with the basis of the mortality charge 
in the company’s regular annual diyi- 
dend formula, with a reasonable pr-f Chest 
ap vision for expenses. The schedule oj moted 1 
annual charges for 1960 should be filed dent, . 

: with the department. senior 
THEO. P, BEASLEY President Paragraph 5—Safeguards againi is W- 
replacement of existing insurance: gap a 
The requirement for notice to othe 
companies of replacement of existin; gap ® 
insurance is limited to policies to be annuity 
delivered or issued for delivery inf “Titing' 

New York. 

M 


(CONTINUED FROM PAGE 1) 
with higher renewal commissions) values may be recognized but, in 
shall not serve as a basis for justifying general, the highest minimum starting permissible Earliness Specified 
higher cash values. amount for any band which the de- 
II. Subject to justification, the de- partment will consider as acceptable 
partment will consider as acceptable should not exceed $25,000. Policy for 
surrender charges at the end of the within a band must have identical 











’ : Charl 
American Institute Plans | seer of 


Center At 1964 N.Y. Fair = |". 


American Institute has approved :§ He join 
proposal for an insurance center at the § 1949 an 
1964 New York World’s Fair. Th division 
originator of the idea, Daniel S. Ste | 
ling, of Central Underwriters agency, Occ 
a ees Forest Hills, N.Y., vice-president ¢f Arthur 

B 
the Long Island chapter of CPCU, haf gional 
.. and we're going for Three Billion the Long Istand chapter ot COT amas 
mittee to execute the plan. sales. He 
Be Gia /G6/ The proposed center will highligh writer ur 
W. AMMA the significance of the contribution} 1957, 
of insurance to the national econom)— Lauren 
including its function as a maj} pointed 
financing force, a creator of employ training. 
ment, and the source of industrial atif er who 
family security. Angeles ¢ 
Endorsement and financial wei? p 
Sabie os ; ill r very segment 0 
Represented by Trained Fieldmen in 41 States, RE p [J B [| C N ATI 0 N A [ ps patho applica a iife busi Dr i 
District of Columbia and Puerto Rico ness, as well as from associations @f pointed a 
from producer groups. has been 
—= full time | 


Claimant Receives Check, Trip t 


; Abroad From Ministers L. & C. 
Home Office bd Dallas Robert F. Curl, church administté Howard 


tor Southern Methodist University, ha Supervisor 
Lif been awarded a trip to any foreif] Pointed A 
Life ¢ Accident © Sickness ¢ Medical and Surgical Reimbursement © Hospitalization ¢ Group ¢ Pension Franchise Brokerage ¢ Plus Complete Reinsurance Facilities mission of his choice by Ministers i 

& Casualty. The company made tH] Wnderwrit 
award after it was determined thatif Tainee wi 
check to Mr. Curl included the twenty. 
five millionth benefit dollar paid ® 
claims since the company’s formatit tn 
59 years ago. 


Write us regarding Insurance Company 


General Agency opportunities. 
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Pan-American Life 
The following promotions have been 
{Ff made in the Latin American depart- 
a G. Garza, from sales promo- 
tion supervisor to director of publicity. 





Osxar G. Garza Frank A. Carrico 


He joined Pan-American in January 
and before that was advertising man- 
ager of La Provincial-Cia. Gral de 
Seguroa, a Mexican insurer. i 
Frank A. Carrico, administrative 
assistant to Fritz G. Lind'ey, vice- 
president of the Latin American de- 
partment, to supervisor of training. He 
joined the company as an agent at 
Honduras in 1956. 
Donald W. James, from assistant to 
Mr. Lindley to agency secretary. Be- 
fore going with Pan-American in 1958, 
he was with Mutual of New York. 


John Hancock 


Chester Baughman has been pro- 
moted to assistant to the vice-presi- 
dent, group sales and service, and 
senior group annuity consultant. Lor- 
ing W. Powell is named director of 
group annuity sales and service, and 
A. Charles Howell becomes associate 
group actuary in charge of the group 
annuity actuarial research and under- 
writing divisions. 


Massachusetts Mutual 


Charles F. Burnham, assistant man- 
ager of the administration division of 
the group pensions department since 
1956, has been advanced to manager. 
He joined Massachusetts Mutual in 
1949 and became supervisor in the 
division in 1954. 


Occidental Of California 


Arthur Kaye, former assistant re- 

gional group manager at Phoenix, has 

been named assistant director of group 

sales. He was a home office under- 

writer until joining the field force in 
7. 


— 
wo 
ou 


Laurence L. Hauser has been ap- 
pointed assistant director of group 
training. He succeeds Charles E. Deck- 


er who has been assigned to Los 


Angeles as group sales trainee. 


Provident Mutual Life 
Dr. Frank T. Mansure has been ap- 


Pointed assistant medical director. He 
has been with Provident Mutual on a 
full time basis since 1958. 


United States Life 
Howard L. Korn, group actuarial 


supervisor since 1956, has been ap- 
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Pointed A&H actuary. He began his 
| Career in the life business as group 
underwriting analyst and 
fainee with New York Life. 
_ Donald B. Seger, claims examiner, 
'S Named A&H claims supervisor. He 
tntered:the insurance field with Con- 
tinental Casualty in the A&H claims 


actuarial 


Home Office Changes 


division, later becoming claims man- 
ager of Eastern Casualty at Tarry- 
town, N.Y. 


Bankers National Life 
Charles A. Curtis has been appointed 
investment analyst. He has been with 
Mutual Benefit Life since 1957 as a 
security analyst. 


BALTIMORE LIFE has elected Curt 
H. G. Heinfelden vice-president and a 
director. He was formerly assistant 
deputy manager of Employers Liability 
group. 


AMERICAN INVESTMENT LIFE 
has elected as a director Mel Allen, 
TV and radio sports announcer. 


QUAKER CITY LIFE has elected 
Gene Tunney, former heavyweight 
champion and business executive, to 
the position of director. He is chairman 
of the McCandless Corp., a director of 
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Schick Safety Razor Co., the Pittston 
Co. and several other corporations. 


National Fidelity Life 


Raymond Dewell has been appointed 
assistant superintendent of agencies. 
He was formerly general agent and 
field supervisor of a Kansas company, 
and is a past president of Indepen- 
dence, Kan., Assn. of Life Underwrit- 
ers. 





Government Personnel Mutual Life 
of San Antonio has been licensed in 
Massachusetts. 
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One night in 1867—seven years after The GUARDIAN 
was founded — Russian Minister Baron de Stoeckel 
dropped in on Secretary of State Seward. He came to say 
that Czar Alexander II would sell Alaska for $7,200,000. 


Seward stopped playing whist and offered to close 
the deal forthwith. 


“But your department is closed,” the Russian said. 


“Before midnight,” replied Seward, you will find me 
in the department ready for business.” Before the next 
Jawn Seward had bought 4,000 miles of Pacific coastline 











and 375 million acres for less than two cents an acre. 


When The GUARDIAN began business on July 16, 
1860, there were 33 States in the Union. By the end of 
that year the company had representatives in seven of 
those States. 


, New States and 99 Years Later... ] 
» GUARDIAN has grown into one of America’s 


foremost life insurance companies 





Today the United States extends from Maine to 
California, ranges north to the far reaches of Alaska and 
stretches across the Pacific to Hawaii. The GUARDIAN has 
kept pace with the nation’s inexorable forward surge. It 
is among the 1% of all life insurance companies licensed 
in all 50 States and the District of Columbia. 


Now starting our hundredth year of service to the 
American people, we are offering the most attractive poli- 
cies in our history. One of these is the JUNIOR GUARDIAN, 
an outstanding gift for a child or a grandchild. It is called 
“the jumping juvenile” because it jumps five times in face 
value at age 21 without a penny’s increase in premium. 


Your children deserve the start in life that JUNIoR 
GuarpDIAN will give them. Have a talk with your local 
GUARDIAN representative or your broker and find out how 
your family can benefit from GuaRDIAN’s century of ex- 
perience in serving American families. 


The GUARDIAN Life Insurance Company OF AMERICA 


SO UNION SQUARE, N.Y. 3, N.Y. 





Our Centennial Year 





i) 


EW YORK TIMES SUNDAY MAGAZINE, marking GUARDIAN’S Centennial in 1960. 


[ One of a series of ads in TIME, NEWSWEEK, SATURDAY EVENING POST, and the 
N 
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Study Will Revise Experience Figures 


(CONTINUED FROM PAGE 2) 

for the electronic equipment, the proj- 
ect would have required several more 
years than the four it has actually 
taken. 


statistical investigation ever under- 
taken in the health field, includes; al- 
most 20 years’ experience among 5 
million people for the body build por- 
tion of the study and 4 million in the 
blood pressure section. 

Completed with help from life com- 
panies and their electronic equip- 
ment, the tabulation work called for 
processing 35 tons of punch cards 
through the machines. Had it not been 


Hazards Of Overweight 


The many millions of individuals 
studied over a period dating back to 
1935 provide a picture of recent mor- 
tality regarding weight and blood pres- 
sure for comparison with previous 


FeNATIONAL UNDERWRITER 





studies, some of which go back as far 
as the turn of the century. 

Both standard risk and extra risk 
policyholders were included in the 
study. Separate tabulations have been 
made for men and women, which will, 
when published, reflect the material 
differences in weight, blood pressure 
and death rates between the sexes. 

When the study is released, not only 
will it present conclusive evidence of 
the current extra mortality hazard 
from overweight, alone, but also from 
overweight in combination with other 
impairments. The study will also pro- 










Hold That Plane! 


Sometimes a home office man from Minne- 
sota Mutual comes this close to missing his 
plane. He’s jumping fast out in the field 
working with agents, putting dollars in their 
pockets, and demonstrating that our formula 
for success in selling life insurance really 
works. 


Here’s the formula: “ The right combi- 
nation of organized selling methods 
Thoroughly proven presentations aimed 
at selling life insurance to fit specific needs 


The Minnesota 


Insurance 


Victory Square -St. Paul, Minnesota 





i Dramatic and convincing visual aids that 
get a prospect’s full attention ™& A better- 
paying incentive contract for agents, incor- 
porating an unusual combination of persis- 
tency fees for quality business. 


Shown how by a fast-moving home office 
staff, our field force has put Minnesota 
Mutual in the top 4% of companies in the 
industry. The ‘Star of the North” now has 
over $2 billion of life insurance in force— 
the second billion written in less than five years! 


Mutual Life 


Company 
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vide new data on the effect of Weigh 
reduction. 
Similarly, new conclusioiis May }y 
expected from the study on vary 
degrees of blood pressure, the go; 
said. — 
General conclusions of the sg 
and summary tables will be inclyge 
in the first volume scheduled for Dub. 
lication sometime in November, 
society expects that these findings wij 
be furthcr analyzed in formal Papers 
to be presented to medical, Dublic 
health and insurance groups through. 
out the country during the eon; 
year. Detailed tables on which 
summaries are based will be Containe; 
in a subsequent volume or Volume 
which will be published in 1960, 


New Communications 
Service Is Formed 


(CONTINUED FROM PAGE 2) 


research by mail and “influence pub. 
lications.” 

The service will develop individy 
programs tailored to the requireman; 
of company management. Most pp. 
grams will consist of a mixture of cla 
sessions or workshops, practice clinig 
periodical bulletins, surveys and ang. 
yses. 

Mr. Shaw, who resigned his post x 
CLU headquarters in September, ; 
position he had been in since 193 
had, prior to the latter date, his ow 
sales training and promotion seryig 
for life companies in Philadelphia, 

He entered the life insurance bys. 
ness in 1932 and became advertisi 
manager of Postal Life. He later hp. 
came an agent and then a supervisy 
for Mutual of New York at Baltimore 
Mr. Shaw was also with the agency 
department of Continental America 
Life handling recruiting and trainix 
time control plans, editing and publi 
relations. 


Mo. Agents Ready Sales 
Congress For Oct. 22 


A highlight of life insurance wee 
in Missouri, recently proclaimed by 
Gov. James T. Blair, will be the Mis 
souri sales congress sponsored at St 
Louis by Missouri Assn. of Life Un 
derwriters Oct. 22. Life Underwrites 
Assn. of St. Louis is host. 

Following opening remarks by Tho- 
mas V. Fitzgerald, New York Life, & 
Louis, and Robert E. Davis, North 
western Mutual Life, St. Louis, ani 
president of Missouri Assn. of Life 
Underwriters, H. R. Hall, Metropolita 
Life, Oklahoma City, will discuss “A 
General Practitioner in the Life Ir 
surance Profession.” Other morniti 
speakers will be Daniel H. Coakley, 
New York Life, Boston, “Package Sel 
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ing—Advanced Underwriting Ideas’ 
and Rex H. Anderson, vice-presidetl 
North America, “One-Stop Service’ 

Luncheon speaker will be Thoma 
B. Curtis, state senator, whose sub 
ject is. “Indigency, Russia and Dis 
ease.” A CLU conferment will be hel 
at this time. 

John J. Lansing, Northwestern Mut 
ual Life, Mason City, Ia., will lead 
the afternoon session with “A 3 
in Life Insurance and What It H@ 
Meant for Me.” H. B. Sharer, § 
training specialist U. S. Rubber 4 
will conclude the day’s events wl 
“What Makes a Star Salesman a Stat 


Franklin Life's Sales Up 25% 

With a paid volume of $651,660, 
—all individual policy sales—in ™ 
first nine months of 1959, Fram 
Life reflected a 25.9% gain over ™ 
same period last year. 
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Mergers of tire and casualty insur- 
rs with life companies will slow down 
he future, and the trend will finally 
reversed, Gordon S. Miller, Phil- 
adelphia general agent of Massachu- 
setts Mutual Life, declared at the an- 
nual I-Day in Newark, sponsored by 
New Jersey chapter of CPCU. 

“He said that such mergers have 

wn because of losses in automobile 
and other lines, exclusive of life, and 
pecause of the increase in sales and 
profits of life companies. However, 
these results have been the culmi- 
nation of many years of building 
sound foundations, and it is impossible 
for other types of insurers “to jump 
on the band wagon completely in a 
short length of time.” Generally speak- 
ing, they would find that the time and 
money expended in their own back- 
yard would produce far more than 
investment in a “foreign field.” 

The situation in insurance is much 
like that in manufacturing aftor World 
War IJ, Mr. Miller continued. Ag- 
gressive manufacturers seized the op- 
portunity of buying companies in dif- 
ferent fields. The primary purposes 
were to capitalize from a tax stand- 
point on the losses of such companies, 
while attempting to diversify activ- 
ities. Some of these purchasers did 
get a tax advantage temporarily. How- 
ever, in the next 10 years they took 
substantial losses on the operations of 
the newly acquired businesses. The 
skilled personnel necessary to conduct 
thm was at a premium, and the 
firms which had become involved in 
new fields found they were neglecting 
their own enterprises. Many of them 
finally concluded to sell their recent 
acquisitions and get back into the 
management of their own business. 
Mr. Miller thinks that a_ similar 





Specify Maximum Rates 
For Credit Cover In Neb. 


Commissioner Grubbs of Nebraska 
has notified companies writing credit 
life and credit A&S of maximum 
rates he will allow for those coverages 
unless experience indicates a higher 
rate is required. 

For credit life on which premiums 
are paid monthly, based on the amount 
of unpaid indebtedness, the permis- 
sible rate is $1.16 per $1,000 of insur- 
ance in force, while rates other than 
monthly will be the actuarial equival- 
ent of that rate. 

For credit A&S coverage providing 
benefits after the 14th day and re- 
troactive to the first day, for prem- 
lums paid in one sum for coverage 
during the entire period of indebted- 
hess, the rate per $100 of initial indebt- 
edness will be $2.20 on 12 monthly 
installments, $3 for 24 months, $3.80 
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for 36 months, $4.30 for 48 months and 
$4.70 for 60 months. 

The legislature at the last session 
enacted a bill giving the department 
regulation of the credit lines. 


May Speaks At New Haven 


Southern Connecticut Assn. of A&H 
Underwriters at its first fall meeting 
in New Haven heard Edwin H. May Jr., 
Republican state chairman. He is head 
of the May, Potter & Murphy local 
agency of Hartford. In 1954 he was 
chosen outstanding man of the year by 

ord Junior Chamber of Com- 
meee. He was selected for the same 
> phen 1955 by the Connecticut and 
th - Junior chambers. In 1956 he was 

@ youngest Republican member of 
che 85th Congress. 


Sees Exrd Of Life-Property Merger Trend 


situation will develop with respect to 
combinations of insurers, except for 
those which have been on this basis 
for years. Newcomers will learn that 
the cost of integrating a sales program 
and a seales staff at today’s inflated 
prices will prove prohibitive in a few 
years. 

As a_ teacher of salesmanship, a 
sales manager and a consultant, he 
has observed the efforts of many in- 
surers to educate field forces. On the 
average, he observed, it takes about 
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10 years to swing the concepts and 
basic thinking of a sales team around 
to new ideas and procedures. In 
fact, in many cases it would be less 
expensive and less of a strain to elim- 
inate the entire sales force and en- 
gage a new crew with entirely dif- 
ferent concepts. Any insurer attempt- 
ing to maintain production in its orig- 
inal lines while attempting to build 
other lines would have to devote 20 
years to the job to get desired re- 
sults. The only possible way to obtain 
faster results is to buy another com- 
piny and operate it separately. How- 
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ever, this presents twice the prob- 
lems, and twice the cost, with no ad- 
vantages, except in name only. 

Mr. Miller sees one stop selling as 
a possibility in connection with a very 
large agency employing a number of 
specialists. But it is not in the cards 
for agents in general. He advised 
them to spend their time and effort 
in the business that they understand. 
Specialization is an absolute necessity 
today, he said, and it is all one in- 
dividual can do to keep pace with the 
knowledge of one phase of business, 
let alone all. 
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a | 
FROM MIDLAND 


Whether a “rookie,” experienced producer, supervisor 
or general agent—the Man from Midland Mutual re- 
ceives modern, practical training help. The Company’s 
many-sided program is keyed to developing the know- 
how, skills and confidence which are so vital to suc- 
cessful performance in today’s competitive market. 
Midland Mutual supports the training efforts of the 
general agent with a complete basic course which sup- 
plies a smooth “track to run on” and materials designed 
specifically for effective schooling of the new man. 
Home Office Seminars are another highly important 


ve MIDLAND MUTUAL . 


LIFE INSURANCE COMPANY : 


255 East Broad St., Columbus 16, Ohio "ey 






MUTUAL 















Preparing people for successful careers ...in sales and field management 


training aid—the agents above, for example, are taking 
part in a session on Midland’s exclusive Full Circle of 
Security programming system. 

For field management, too, the Company offers solid 
development aid through “train the trainer” activities 
and LIAMA courses. 

Find out more about how Midland Mutual trains 
people for successful careers. Write Charles E. Sherer, 
CLU, Vice President and Director of Agencies—be 
sure to ask about the FOUNDATION BUILDER pro- 
gram for new general agents. 


eeeee., 
. 
. 


: Serving Personal Security Needs Since 1906 


Immediate agency openings in: Miami, Tampa, St. Petersburg, Jacksonville, Charlotte, N. C., Baltimore, Louisville, Chicago, Des Moines, Memphis, 
Knoxville. Opportunities also available in other areas. 
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Says Don't Let Experts Bulk Too Large 


(CONTINUED FROM PAGE 8) 


of “insurance schizophrenia,” Mr. 
Browne asserted. He asked the group 
of agency executives: “Can we truth- 
fully say that the after-effects of the 
family plan have been good for our 
industry? Recent developments on 
high first-year cash values indicate 
there might have been a lack of ample 
field testing by our companies prior 
to extensive field promotion. Is the 
acceleration of ‘cheaper by the dozen’ 


focusing our attention categorically on 
only 10% of our buyer market and in 
turn penalizing the 66% of our buyers 
whose family earnings are less than 
$10,000 annually?” 

Mr. Browne declared that if agen- 
cy men are firmly entrenched in the 
90% of their job, they can meet, head- 
on, any frustrating style changes. He 
said that “some of us have found that 
frank discussions with our agents, 
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managers, boards of directors and 
home offices concerning the hazards 
of the 10% area have developed a 
unified front for long range plans in 
our continued development in the 
90% area. The best way to communi- 
cate is ‘eyeball to eyeball’—and such 
direct and frank discussions with our 
associates are a proven method to pre- 
vent ‘insurance schizophrenia.’ ” 

Mr. Browne concluded that the 90% 
of the job, which involves market 
management for agency executives’ 
companies, will enable them to reject 
or accept new ideas intelligently. 





WHO’S WHOSE BOSS? William S. Hendley, Jr., (center), newly elected NALU president and 
MONY-man, congratulated by Roger Hull (left), longtime NALU member and newly elected 
MONY president. Newly elected MONY executive vice president J. McCall Hughes looks on. 


In any field, the most cherished tribute is recognition by one’s fellows. 
Such tribute has been given to Bill Hendley in rare and rich measure, 





through his election to the presidency of NALU. 


We at MONY take special pride in this because Bill has been one of us for 


many years, as was his father before him. 


We know that Bill will bring to his NALU responsibilities the dedication 
and wisdom that have distinguished his progress in our profession. 


Marva 0- New VYor« 


The Mutual Life Insurance Company Of New York, New York, N. Y. 
Soles and service offices located throughout the United States and in Canada 


For Life, Accident & Sickness, Group Insurance, Pension Plans, MONY TODAY MEANS MONEY TOMORROW! 
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General Americcn 
Holds Policyholcer 


& 


Service-Sales Campaig 


General American Life is cong, 
ing a policyholder service-sales can. 
paign stressing a “See-Service-gqp 
theme. The campaign began Sept, y 
and ends Nov. 2. 

Among special features applica, 
during the campaign, and Only 
policyho'ders, is a substantial liberal. 
ization of non-medical limits. The rf” 
ular limits of $15,000 to age 30 aj 
$10,000 from 31 to 40 have been jy, . 
creased by $10,000. Non-medica] coe 
erage also can be written under m@— t 
tain circumstances on policyholdaf 7 § 
up to 65. Normally General Amerin§ _ 
Cogs not issue non-medical above ae 
40. 4 
















































Offering Discount 


During the campaign, policyholde, 
can obtain new insurance at a je 
discount on premiums pre-paid fp 
five years instead of the regular rate 
of 3%, and combined billing minimy, 
requirements have been waived unie 
certain conditions. 

Provision has been made for wy, 
derwriting from existing life polics . 





or application files and for Signing Y 
of A&S applications on delivery. 
The company has introduced , A 


policyholder ‘certificate of comment: 

tion” to be awarded insured for ¢. 
fective use of life insurance and §. 
nancial security programs. This yi 

be given by General American on te. 
ommendation and information fry 

the agent. The award is designed 
arouse desire in a man to fully pn 

vide for his family’s security, ging 
policyholders something tangible the A 
can talk about and show their frienkh 
and create pride in ownership if T 
properly planned adequate life insw; 


Ky. Central L.&A. Has : 
25% Gain In Profit So 
Far Under New Tax Law 


Stockholders of Kentucky Centr 
Life & Accident, the insurer recent 
acquired by Garvice Kincaid of Lous 
ville, have received a letter which rm 
lates that the company has madei 
profit of approximately $540,000 in the 
first eight months of 1959, after dem © 
ducting the new federal income tax, aig 
this compares with an adjusied pniif © 
of $430,000 for the same period of 19 © 

The original estimated profit for tl 
first eight months of 1958 was $4950 
but the letter explains that the new 
company tax law is retroactive f 
1958, and the tax liability is increase = 
$65,000. “A comparison after giving ef” 
fect to the new tax law shows tig 
profit for the first eight months of IM 
increased $110,000, or more than 3 
over profit for the like period in 19 































John Hancock Praised For Design 
Ot Its New Western Home Office § 
John Hancock’s new western hong) 

office at San Francisco has been ay 
t 
i 









tribute to as an outstanding col 
bution to modern architecture im) 
hibits at the San Francisco Mu 
of Art and the Portland Art Mu 
Allen Temko, spokesman for te 
Francisco museum, said that the 
cock structure, designed by arciitii 
Skidmore, Owings & Merrill, is @% 
which “does not merely add am 
link to the city’s chain of financi® 
stitutions, but shows rather 
bridge the gap between existing 5% 
tures and new ones.” 
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You Need All 
~ THREE 












' Mr. Agency 
; _ Builder: 


You should be making all 
= those commission dollars that 
go with selling complete cov- 

erage to your clients: 






1. Life—Par 
and Non-Par 


2. A&S and 
Hospitalization 


3. Group Life 
and Group A & S 
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AND, BELIEVE ME, 
- YOU NEED ALL THREE 
A & S COVERAGES: 


1. Non-Cancellable 
2. Guaranteed Renewable 
3. Renewable-at- 


option-of-Company 


_ AND THEN ADD 
THESE THREE .. . 


1) Top-Commission 
Agent’s Contract; 


2) Well-balanced 
General Agent's 
Contract providing 
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liberal overwriting, 
liberal expense 

4 allowance, and higher 
F life-time compensation 
Ot in service fees; 





é 3) New Induction 

Fe] Program—completely 
BS flexible for new agents, 
: established producers, 
a and brokers alike; 





.. and in our book that totals 
uptoaclient-pleasing, money- 
» making, Agency Building op- 
_ portunity for you—right now 
© —with... 










THE OHIO STATE LIFE 


Vnsunance vi 


COLUMBUS 15, OHIO 


IEVE ME... 
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$1 Billion In Life 
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Company Capital Is 


Aiding U.S. Shipping | 


Nearly $1 billion of life insurance | 


investment capital is currently at work 
financing American marine transpor- 
tation facilities, through the holdings 
of mortgage bonds for ship construc- 
tion or outright ownership of vessels 
by life companies, according to an 
Institute of Life Insurance survey of 
life companies having 75% of the in- 
dustry’s assets. 

The survey shows that as of June 
30, the construction or operation of 
over 1,600 vessels such as cargo, pas- 
senger, tankers, tugs, towboats, barges 
and dredges was aided by life insur- 
ance financing. 

Life companies have assisted in the 
record growth of an industry which 
contributes an estimated $5.3 billion 
annually to the economy and employs 
more than 200,000 U.S. workers, the 
institute said. 


Major Portion In Mortgage Bonds 


According to the survey, $920 million 
represents life company holdings in 
mortgage bonds for ship construction 
and $27 million the amount invested in 
the outright ownership of some 80 
vessels, mostly barges, cargo boats and 
towboats. These vessels are leased on a 
long-term basis to ship owners and 
operators. 

The largest share of life insurance 
investment in marine transportation 
represented holdings in mortgage 
bonds financing the construction of oil 
tankers and Great Lakes and ocean- 
going ore ships of steel and aluminum 
companies. 

As of June 30, companies surveyed 
had a total of $36 million in govern- 
ment insured ship mortgage bonds, the 
newest form of financing for fleet 
replacement in the U. S. Merchant 
Marine. 


Significant Role 


According to the institute, life insur- 
ance financing is expected to play a 
significant role in the current fleet 
replacement program which is sched- 
uled to result in 276 cargo and passen- 
ger ship replacements by the end of 
1970, at a total cost of an estimated $3 
billion. Government insured mortgage 
bonds, insuring 100% of the loan, are 
expected to be a major means of rais- 
ing revenue for these new vessels. 

The institute survey does not include 
the additional millions of dollars of 
life companies’ investments in loans 
to companies owning marine transpor- 
tation but which incorporate financing 
for the vessels in general bond issues. 


Lutheran Brotherhood’s 
Campaign Nets $56,289,965 


In a two-month, $50 million sales 
campaign, Lutheran Brotherhood went 
over the top by more than $6 million. 
A total of $56,289,965 in applications 
were received during August and 
September—nearly $20 million more 
than the $36,385,766 recorded during 
the corresponding period last year. 

Directed by Harold C. Hoel, vice- 
president in charge of agencies, and 
John W. F. Lienemann, agency super- 
intendent, the total represents the 
largest two-month figure in the fra- 
ternal’s 42-year history. 

As a highlight of the drive, repre- 
sentatives submitted 832 applications 
for more than $5.1 million as a birth- 


day gift to President Carl F. Granrud 
n his birthday in September. 


“game” 
Jefferson Standard Life Insurance Company. 











soon SMfari... 


You can, you know . . . join the Jefferson 
Standard Life Insurance Company caravan of 
Reinsurance. 


Since we are not Mr. Hemingway . . . we 


can’t promise another “Macomber Affair’ 
but Jefferson Standard does promise one-day 
service on all cases. Underwriting decisions are 


handled by direct wire . . . the same day the 


applications are received. 


Go on Safari . . . and let Jefferson Standard 
take the risks. Rare risks are part of the day’s 
for Jefferson Standard. Reinsure with 


Then go on Safari . . . and forget it. 


eflerson Standard 


More Than $550,000,000 In Assets 
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by authorizing it to the full extent pear- 
mitted under article 78 of the civil 
practice act. 

—Amend section 158(3) to limit ex- 
clusions from disability coverage on 
account of pre-existing conditions to a 
period of two years and only where 
the condition was not disclosed in the 
application. 

—Amend section 158(3)(c) to pro- 
hibit the invalidation or reduction of a 


Policy Loans, Dependents Group Proposed 


(CONTINUED FROM PAGE 2) 


claim for failure to give timely proof 
of disability as required in the policy, 
if the failure to give such notice re- 
sulted from reasonable cause and if 
the proof is given as soon as reason- 
ably possible but in no event longer 
than one year after it was otherwise 
due. 

—Amend sections 161 and 204 to (a) 
declare it to be the legislature’s intent 
that insurers and employers be en- 
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couraged to continue group insurance 
for retired employes and insurers be 
encouraged to accumulate enough re- 
serves to provide for paid up insur- 
ance on retirement; (b) require, on 
retirement or separation from em- 
ployment after age 60, that the em- 
ploye who has been insured for at 
least one year under a group contract 
be afforded the privilege of convert- 
ing to an individual whole life insur- 
ance policy of $2,000; (c) strengthen 
the present requirement of notifica- 
tion of the right to conversion by an 
additional safeguard which would re- 

















Let us prepare 
a proposal for you 
on your next 
Pension Trust or 
Profit Sharing Plan. 
Get the pick of the crop. 














Pension 


$10 per month per $1,000 
Continuous. 


makes calculations easier by 


and Profit-Sharing. 


Home Office. 


Fund. 


OHIO NATIONAL LIFE’S 


Profit Sharing Plans 


Coverage to $10,000 on 10 lives or more and to $20,000 on 25 lives 
or more on Guaranteed Issue basis. 


e Regular Retirement Plan Endowment available, guaranteeing 


e The New Special Life Rate Policy (male and female rates) 


per $1,000 at Age 65, at all ages of issue. Convertible up to 
$20 per month per $1,000 of insurance. Ideal for Split-Funding 


e Post funded annuities. Graded death benefit policies available. 
e Complete consulting service facilities—Plan design and pro- 
posal; sample indenture and tax filing forms prepared by 


e On combination plans, flexible methods of funding Auxiliary 


Extremely low participating premiums per 1,000 for Male Lives: 































Trust and 


insurance, 10 years Certain and 


providing exactly $2.50 per month 

















Life Rate Policy at 65 Retirement Plan Endowment at 65 
Age $5,000 Policy $10,000 Policy $5,000 Policy $10,000 Policy 
A} 25 16.86 16.41 32.14 31.69 
a) 35 23.19 22.74 47.15 46.70 
| 45 35.40 34.95 77.71 77.26 
55 65.03 64.58 168.82 168.37 














Still further reduction 


Top commission scale — plus vested renewals on each case. 


s for larger sized policies. 
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quire that if notice is not <iven to 
employe within 90 days atier the te 
mination of his group cc verage, 
time allowed to exercise ‘he conyp, 
sion privilege would be extended 4, 
one year. 


Ind. Considering Possible 


Insurance Law Changes 


Possible recodification of the Indi. 
ana insurance laws, last worked 
in 1935, is under consideration by 
insurance study commission of 4, 
state’s legislature. 

The committee has called a 
ing for Oct. 13 in Indianapolis, ;, 
which it is inviting representatives ¢ 
the state insurance department, ih Sou 
dustry, and the general public Te Sal 
views of all those attending wil) 
sought on the advisability of star 
on a recodification. 


Industry Has Grown 


“During the intervening years sing 
1935,” Sen. J. Russell Townsend }; 
committee chairman, stated “the j, 
surance industry in Indiana jy 
grown much larger, and it is eg§ insure 
mated there are at least twice yp ‘s@Pl 
many home offices domiciled in Inj. Distui 
ana at this time as there were j 
1935. Various new laws have be 
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lete. 
“It is recognized that this will 


surance industry will be needed to 
the work done,” Sen. Townsend co. 
cluded. 


Economist Says Inflation 


is Being Well Controlled 


MINNEAPOLIS—The country bw 
been doing a good job of bringing i. 
flation under control, Arthur R. tp 
gren, economist, told the annual me 
ing of Life Leaders of Minnesota. 

Speaking on “Life Insurance mi 
Inflation,” Mr. Upgren said “We hiv 
cut back the rate of inflation by five: 
sixths in the last 11 years. The anni “We 
rate of inflation during that time bug condor 
been 1.75% compared with an anni in min 
rate of 9.5% during the preceding eigif not on 
years. The federal debt has gone yg suranci 
only 6.5% in the last 14 years, whi saging 
all other forms of debt have risen |g msura 
to 200%. “The 

Other speakers were Ernest W. Firg the res 
nans Jr., ‘assistant general coum ~ 

co 





Massachusetts Mutual, “Current Pro 
lems in Business Insurance,” sg income 
James C. Harris, vice-president Nori ‘iment 
western National Bank, “Investmalg Policy 
Opportunities in the 1980s.” they w 
so well. 
Speci 
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Riecz Warns Of Negative 
Forees In The Business 


“Negative” forces have come into creased competition have produced an and against gimmick sales and twist- 
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only increase the cost of insurance to 
the public, he said. 

“I am greatly encouraged in recent 
weeks by strong voices in our industry 
speaking out forcefully for greater 
concentration On permanent insurance 
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place of insurance in society. 

2. Inflation. A higher level of sav- 
ings—a conserving for future needs 
of a greater part of current produc- 
tive effort—and public insistence on a 
balanced federal budget are two use- 
ful weapons to control inflation. “We 


in life ils hallenging each 
lay in life insurance, c 
>asible Pipany and the 
cnges pusiness as a 


the Amer- 

of the Ing. wife Conven- 
Worked Pa was warned 
ration by tt at its annual m2et- 
SION of thy ing at Chicago by 
y, Lewis Rietz, 
executive vice- 
resident of Great 
sentatives Southern Life. 
artment, Said Mr. Rietz: 
Public. Ty “The recurrence of 

ding will & term insurance 
¥ of ‘start schemes and peri- 
odie reappearance of the term insur- 
ance advocates is a well-recorded part 
. | in life insurance history. Every resurg- 
B Years a ce wins a degree of acceptance before 
a oe who are attracted to the plausible 
ted “the is theories of term insurance for basic life 
wee insurance needs reap the harvest of 


1 it is ef 
st twee disappointment and loss. 


‘led in Ini-§ pisturbed By Rise In Term 


ere were } : ; 
; have bef “Yet today we are witnessing a 


cs since thas resurgence of term insurance in which 
ere is a nei many companies are participating ac- 
isions of tf tively and aggressively. _The propor- 
ecome obs tin of new ordinary insurance on 
term plans has about doubled since 
this will kf 1940, without consideration of the sub- 
ken, and th stantial volume of reducing term 
its of the inf arising from the sale of permanent 
needed tog insurance on minimum deposit or the 
wnsend conf term insurance element in family plan 
policies. 
“Must we not re-examine our recent 





lled a Mee, 
ianapolis, 4, 





H. Lewis Rietz 








lation § sales procedures and philosophies so 

as to limit term insurance to tempo- 
olled rary insurance needs where it serves 
country hw admirably but to sell hard and con- 


.- .& vincing permanent plans for all other 
bringing iff roses? Only then will we avoid the 


be Up disappointments and resentments that 
nS always follow the misuse of term in- 
nesota. an 

surance mg SUrance.. . . 

id “We hin old, New Mortgaged 

tion by five ; 

. The anni “We have provided the tools and 


hat time ug condoned if not encouraged practices 
th an annui™ in minimum deposit sales that result 
eceding eigif not only in a mortgaging of new in- 
has gone yg surance, but in some cases the mort- 
years, whi gaging or twisting of sound existing 
ave risen If insurance programs. 

“These abuses for which we share 
nest W. Furg the responsibility have brought super- 


oral coun Visory action in at least two states and 
urrent Prog could bring changes in the federal 
rance,” income tax laws that would be de- 


ident Nor timental to the legitimate use of 
“Investmep Policy loans in situations for which 
” they were intended and have served 
so well.” 

Special benefit policies and in- 


ENT | Honored By Colonial Life 
NTS j{ Quarter Century Veterans 

® Six Colonial Life employes were 
honored at a Spinners Society lunch- 


fon at the Hotel Suburban in East 
Orange, N.J. The society is Colonial 


—_———— 
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ATES 









wr Life’s employe organization for active 

anies and retired workers with a minimum 
of 25 years’ service. 

Y Employes honored were Irene Woer- 





# “er, debit underwriting; Florence Bi- 
got, debit machine records; Victor L. 
Tox, assistant secretary; Ida S. Norris, 
§gency accounting; Ella MacDonough, 

department. Also honored was 
Ellen McGlinchy, central files, who 
Tetired from the company after 33 
Years of service. 





SEMENT 










alarming increase in lapse rates, Mr. ing,” he said. 
Rietz said. Some insurance depart- 
ments publicly or privately have ex- 
pressed concern at the increase in 
replacement of existing 
through incomplete 
Broad reincurring of underwriting, is- 


insurance such magnitude 


Lists Three Challenges 
Mr. Rietz names three challenges of public of the causes and dangers of 
comparisons. “that they cannot be overlooked:” 


1. The need to create better public essential to 
sue and commission expenses can and political understanding of the true 


have been privileged. through the In- 
stitute of Life Insurance to partici- 
pate as the leader in informing the 
life insurance continued inflation,” he said. 
3. A healthy world relationship is 
continued economic 
growth. 





Get more done, have more fun at CANADIAN PACIFIC hotels 
..- located all across Canada. For information and reserva- 
tions write: Convention Traffic Department, Canadian 
Pacific Railway Company, Windsor Station, Montreal. 
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THE ROYAL YORK, Toronto, Ontario. The largest hotel in the 
British Commonwealth is larger, more luxurious than ever! 
There’s a new 400-room wing, bringing the total to 1,600! Every 
room has radio and TV! Convention facilities include: the new 
Canadian Room accommodating 2,200. Seating capacity 7,500 in 
public rooms. New lounges, dining rooms. Serving capacity of 
10,000 at any one mealtime! Complete public address systems— 
35 and 16mm projector equipment. 400-car garage with registra- 
tion facilities, and connecting overpass to hotel. The Royal York 
is located in the heart of metropolitan Toronto—just one night 
away from key USS. cities! Open year-round. 















5 x £8 8 5) 

CHATEAU FRONTENAC, Québec. World-famous hotel overlook- 
ing colorful Québec and the mighty St. Lawrence. Convention 
features: 600 rooms, meeting and exhibition rooms, private din- 
ing rooms, sound projectors. Superb food, thoughtful service. For 
after-convention hours: snow sports, golf, sight-seeing, shopping 
on quaint, winding streets. In French we call it a succés fou! In 
any language: an unforgettable convention! Open year-round. 


LAKESIDE INN, Yarmouth, Nova Scotia. Snug English-style inn, 
accommodating 120. Cottages, too. Comfortable convention fa- 
cilities. For fun: golf nearby, tennis, swimming, shuffleboard, fish- 
ing. Open July and August. 


DIGBY PINES, Digby, Nova Scotia. Unique fishing town inn. 189 
rooms, 31 cottages. Convention facilities. Golf, fishing, tennis, 
swimming. Superb seafood. Open June to September. 


CORNWALLIS INN, Kentville, Nova Scotia. Set in the peaceful 
orchards of the lush Annapolis Valley. Facilities for 150, ideal 





for smaH gatherings. Fishing, golf nearby. Open year-round. 


LOOKING FOR A MEMORABLE CONVENTION SITE? LOOK TO 
CANADIAN PACIFIC HOTELS FOR THE FINEST FACILITIES! 


ALGONQUIN, St. Andrews-by-the-Sea, New Brunswick. Wonder- 
ful Old English atmosphere, fine food and service. Accommodates 
350. For after-meeting hours: golf, swimming, tennis, fishing, 
shuffleboard, sailing. Open June to September. 


ROYAL ALEXANDRA, Winnipeg, Manitoba. 445 well-furnished 
rooms. Dining room, coffee shop. Selkirk Lounge. Many conven- 
tion facilities. Open year-round. 


THE SASKATCHEWAN, Regina, Sask. 270 rooms, with radio. 
Comfortable accommodations. Good food and service. Dining 
room, coffee shop. Open year-round. 


THE PALLISER, Calgary, Alberta. 484 rooms. Radio, TV avail- 
able. Dining room, coffee shop. Range Room, Penthouse Lounge. 
Centrally located. Open year-round. 





BANFF SPRINGS, Banff, Alberta. Baronial retreat mile-high in 
the Canadian Rockies. Spectacular view of snow-capped peaks, 
sunny mountain trails. 600 rooms, every convention facility. 
Cocktail lounges. For fun: swimming, shuffleboard, riding, golf, 
dancing. Scenic tours. Planned entertainment. Open from May to 
September. 


CHATEAU LAKE LOUISE, Lake Louise, Alberta. Just 40 miles 
away from Banff. A majestic mountain retreat and world-famous 
resort. Every window reflects the calm and might of ageless peaks. 
400 rooms. Adequate convention facilities. All Alpine sports. 
Boating, riding, swimming, dancing, concerts nightly. Open June 
to September. 





EMPRESS HOTEL, Victoria, B. C. Located on Vancouver Island, 
evergreen playspot of the Pacific Northwest Coast. 573 rooms. 
Meeting, exhibition, private d'ning rooms. Coronet Lounge. For 
relaxation: Hunting, golf, riding, fishing, swimming in famous 
Crystal Gardens. Mild climate. Open year-round. 
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Gaines Management 
Educational Consultant 
For American College 


Charles E. Gaines, director of the 
institute of insurance marketing of 
Southern Methodist University, has 
been appointed management educa- 
tional consultant for American Col- 
lege. Mr. Gaines will work with the 
college on an advisory basis. 

For the past two years, he has 
taught management education classes 
in Dallas and will instruct a manage- 
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ment class again 


of the chapter, 


this 
American College. He has also been 
an editor of the college’s management 
education publications and is author 
“Building the 
Underwriter’s Market,” of the Life and 
Health Insurance Handbook, recently 
published by Richard D. Irwin, Inc. 

Mr. Gaines entered the life business 
in 1938 with American United Life 
and three years later became assist- 
ant to the general manager of Stand- 
ard Life of Indiana. In 1946, he was 
appointed associate director of the in- 


stitute of imsurance marketing 
Southern Methodist. 


year for 


Life 


keting in 1957. 


in 1957. 


at U.S. Life Course ‘'o 


He became vice-president and agen- 
cy director of Great National Life in 
1948, returning to the institute of 
marketing as executive associate di- 
rector in 1954. Then, after serving for 
two years as vice-president and agen- 
cy director of Tennessee Life, he be- 
came director of the institute of mar- 


He received his CLU designation in 
1951 and was awarded the certificate 
in life insurance agency management 
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VERSATILE. Self-contained, including front projec- 
tion screen in cover. (No need to darken room.) 
Can also be used for projection on conventional 
screen. Plays 3314, 45, or 78 r.p.m. records up to 
12’ (18 minutes per side). Storage for records and 
other material provided in cover. 


ONLY 13 LBS. Really portable; easy-to-carry; 
handsome case. Anyone can operate. Extremely 
rugged, built for sales work. Thousands now in 
use. Projects single frame filmstrips; color or 
black and white. 


AUTOMATIC FILM FEED. A feature usually found 
only on higher priced models. No rewinding nec- 
essary. When showing is completed, you merely 
place filmstrip back in feed position for next 
showing. 


HI-FIDELITY SOUND. 5” speaker gives exceptional 
sound fidelity and a wide range of volume to suit 
showings to either large or small groups. “Flip- 
over” cartridge gives double needle life. 


Write for complete information and prices 


THE MOST VERSATILE PROJECTOR ON 
THE MARKET... L/GHTWEIGHT - STURDY + EASY 
TO USE + LOW COST + IDEAL FOR SALESMAN'S USE 


Chicago: BRoadway 3-2310 
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Stimulate Executive 
Interest In Politics 


An “action course in practical poli. 
tics,” aimed at encouraging y 
States Life executives to take 9 mm: 
active part in public affairs, is 
offered by the company in a series 
nine two-hour workshops which 
Oct. 19 and continue through June 
Saul Lesser, assistant general coyns 
will be discussion leader for the grow 
of 25 executive employes. 

Raymond H. Belknap, President g 
United States Life, referring to 
course, said, “It has long been 
belief that too few American hy 
ness men take an active interest jy 
politics. This completely non-partis 
course is designed to stimulate pam 
cipation in public affairs without ; 
gard to party persuasion or Politica 
likes or dislikes.” 5 

The workshops are being presenta 
in cooperation with the U.S. Ch 
of Commerce. The final meeting of th 
series will include guest politician 
from the local, county and state leve; 


Hancock Has Policy Loan 
Repayment Protection Plan 


A loan repayment protection plan 
has been introduced by John Han. 
cock as a means of preventing impair. 
ment of benefits in cases where policy. 
holders borrow against cash value 

Cost of the added coverage will vay 
according to attained age of insurg 
at the beginning of each policy yex 
to age 64, the maximum age cover. 
age is available. Coverage is on, 
group one-year term basis. 

Coverage is not available on policies 
having the one-year term dividend op. 
tion and at present coverage is re. 
stricted to policies where the owne 
is the insured. 

Coverage is available on ordinay 
and monthly debit policies as wel 
as retirement annuities, pending ap 
proval in some states. 

Other conditions of eligibility in 
clude the requirements that the su 
insured be less than $25,000, or, re 
gardless of amount, have an_ issu 
date prior to Sept. 1, 1947, and that 
there be enough loan value in th 
policy to cover the premium contribu. 
tion for loan repayment coverage thi 
will be due on the next anniversary. 


State Mutual's Individual Life 

Sales In September Increase 31‘h_ 
~ Individual life sales of State Mutul 
Life in September increased 31%, # 
record, and for the first nine month 
gained 14% to a total of $159,896,000. 
A&S sales were up 21% for the month 
and increased 62% during the nin 
months. 


a Service Guide. 

















ACTUARIAL COMPUTING 














SERVICE, INC. 
1389 Peachtree Street, 
N. E., Atlanta 8, Georgia, 
j P.O. Box 6192, Tel. 
a TRinity 5-6727. 





CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 
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Photographed At ALC Annual Meeting 








Alfred N. Guertin, American Life Convention actuary; G. L. Holmes, presi- 
- dent Manufacturers Life; Mrs. Guertin, and A. D. Wassenaar, president South 
At the ALC Chicago meeting from left, Mrs. Karl Ljung, whose husband is 4 ¢rican National Life, Cape Town, S. A. 
vice-president and director of agencies Jefferson Standard Life; Mr. Ljung; 
Mrs. John R. Ward and Mr. Ward, vice-president North American Re. (More pictures of the American Life Convention annual meeting are shown 


on page 32) 


= 3 ) 
Never Argue 
Too much with a Lady! 


trouble to sell CROWN LIFE of Canada 


ends the equality of the sexes 








and puts Chivalry in Underwriting ! 


| i ension Plans? Now... women can buy 


Life for less... 





Not rf you let us help you. 





























You get from Us: Crown Select Ordinary Life ($10,000 Minimum) Annual Deposit per $1,000 
i cat Age 25 Age 35 Age 45 Age 55 
: : Male $16.02 $21.69 $31.51 $48.41 

A. Complete line of pension and profit-sharing 

products, both group and individual. Female 15.32 | 20.39 29.26 | 44.51 
B. Flexibility in the use of these products to fit P/S plus $7.50 annually per policy for handling and servicing regardless of size. 

the individual needs of your client. 
C. Experienced technical assistance available 

locally. Look at these modern underwriting rules 
D. Proved techniques and methods to make it Single women Non-medical to age 40 

easy to get all the facts, design the best plan —$15,000 

and make a sale. Married women Non-medical to age 40 
E. Provocative sales ideas to interest your —$5,000 

clients. Standard rates up to seven months 

pregnancy 


Want to know more? Just give our local office a 
call... Connecticut General Life’ Ineurance j$j$| j =. ~ .  * petites inst siqesinsndealeaisatndiil suisse 


Company, Hartford. TO BROKERAGE DEVELOPMENT DEPT. 


When it’s new CROWN LIFE INSURANCE COMPANY 








ae 
| | 

| | 

Cc Oo N N E Cc T I Cc U T G E N E RA L in town 120 Bloor St. East, Toronto, Canada 

it comes | Please send me the Brokerage Life Kit, including your | 

one | full P/ S Rate Book. | 

from | | 

| Name. . Steet PER D | 

od er | 

——— | SL Seen aE Zone. . State... 
Ne em ese ee cee ees ee eee ce ee ee ee ee ee ce ee ee eee es ee - 
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Editorial Comment 


What Does Mr. Fluegelman Plan To Do? 


The appointment of David B. Flue- 
gelman as chairman of the NALU 
group insurance committee is bound 
to augment the speculation on NALU’s 
chances of attaining its objectives in 
its long struggle with the companies 
over what the association views as 
abuses. 

NALU could not ask for a more 
stalwart and dedicated champion than 
Dave Fluegelman, general agent in 
New York for Connecticut Mutual 
Life, past president of NALU and the 
original chairman of its group insur- 
ance committee when it was set up 
in 1952. If anybody can get the job 
done, it should be Mr. Fluegelman. 

The obstacles would daunt anyone 
less stout-hearted and determined 
than Mr. Fluegelman. We’re not talk- 
ing about the minor “abuses” that 
worry NALU but the big one—jumbo 
group. Then there’s a presently non- 
existent field that may become major: 
coverage under the Keogh-Simpson 
type of proposed legislation. 

Regarding jumbo group, the pres- 
ent position of the companies’ “high 
level” group committee is that it would 
be futile to try to set a statutory per- 
life limit on group, because to gain 
the support of the entire industry it 
would have to be so high that it prob- 
ably would do more to encourage the 
writing of jumbo group than to hold 
it down. 

Discouraging as this may sound to 
the agents, it seems only realistic. If 
a limit of, say, three times annual 
compensation were put into the law, it 
isn’t hard to imagine an agent or group 
specialist telling an employer, “Why, 
you’re not even up to the legal limit!” 

Consequently, success in getting 
agreement on a per-life limit that 
would be low enough to satisfy NALU 
appears to depend on persuading the 
companies that want to write high 
per-life amounts that they should 
agree to give it up and support a law 
that would outlaw the practice. 

Without wishing to discourage the 
Fluegelman committee, we have to 
confess that the prospect of bringing 
about such a change in viewpoint 
seems incredibly remote. Why should 


a company with a large group busi- 
ness, and quite happy about its jumbo 
group cases, be persuaded to espouse 
a limit which it regards as unreason- 
ably low? It would have to become 
convinced that jumbo group is so 
wrong in principle that it should be 
abolished or that it is so hurtful, ac- 
tually or potentially that it should be 
abolished. 

If there is any question of principle 
involved, it is not in an area in which 
life companies should be held respon- 
sible. It would be in the realm of 
highly paid executives getting tax- 
free premiums paid through an ar- 
rangement designed to give rank and 
file employes a break and in these 
top men getting non-medical mass 
underwriting when many of them 
would be uninsurable on an individual 
basis. Or it might be in the realm of 
a person’s letting so personal a thing 
as his life insurance be so dependent 
on so tenuous a thing as his tenure of 
employment. 

But these are all permitted by law, 
and not on any narrowly technical 
basis, either. It seems hardly reason- 
able to blame a group insurer for not 
holding back for any of the above- 
listed reasons, so long as considera- 
tions like sound underwriting and 
other matters of direct concern are 
above criticism. In some cases, of 
course, unsound underwriting has been 
alleged but where that is so it usually 
is only a secondary point of criticism. 
Opponents of jumbo groups are pri- 
marily opposed to it on quite differ- 
ent grounds. 

The main argument of jumbo group’s 
enemies is that it is harmful to the 
insuring public and to the field force. 
There are several facets to this gen- 
eral argument. One is that the exec- 
utive who has virtually taken himself 
out of the market by acquiring a jum- 
bo group certificate can expect to get 
little advice and other help from the 
career agent who, after all, can’t waste 
a lot of time where there is no pros- 
pect of a sale. 

Another is that as this process con- 
tinues, the number of career agents 
tends to become smaller or at best to 


stay below what it should be in the 
best interest of the insuring public. 
That is, it is in the interest of the 
public to have a large corps of able, 
well-compensated field men, who will 
find it worth their while to sell widely 
and aggressively. 

Then there is the contention that 
agents are being treated unfairly if 
the companies write jumbo lines of 
life insurance. This criticism is based 
on the assumption that much of what 
is written now as group would be 
written individually as ordinary if it 
were not for the group coverage set 
up by the employer. 

Finally, there is the point that Mr. 
Fluegelman mentioned first in his 
list of group “abuses” in the statement 
he made in accepting the NALU 
group chairmanship last week: “high 
limits . . . where written without any 
regard to the proportion between the 
amounts on the owner or highly paid 
employes of businesses compared with 
the amounts given to the rank and 
file employes.” 

None of these arguments against 
jumbo group impress us as being po- 
tent enough to persuade any company 
that now writes these big limits to 
change its way of thinking and its 
way of life. After all, it is convinced 
it is doing nothing illegal or im- 
moral or unethical. So far as it can 
detect, its agency force is not deteri- 
orating on account of jumbo group. 

No doubt such a company sincerely 
regrets being at odds with NALU. 
But between being at odds with NALU 
and continuing to write the size group 
cases the company wants to write, the 
answer seems obvious. 

That Mr. Fluegelman realizes this 
may be gathered from the conclusion 
of his statement, in which he ex- 
pressed hope that solutions would 
be found with the cooperation of the 
group insurers, and then said: “I 
should like to make it clear, however, 
that if the companies will not work 
with our group insurance committee, 
we will be forced to try to find such 
solutions without the benefit of their 
advice and help.” 

It will be interesting to learn what 
he has in mind.—R.B.M. 





Irving Palmer, Indianapolis, was 
top salesman in September for In- 
dianapolis Life. Nate Kaufman agen- 
cy, Shelbyville, Ind., was the top 
agency for the month. 
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Personais 


Adm. Sidney W. Souers, chairman 
General American Life, has been 4. 
pointed chairman of Greater St. » 
Citizens Committee for United Nati 
Week by Mayor Tucker. ’ 


Gordon D. McKinney, vice-pr 
Jefferson National Life of Inj 
polis, former actuary of NALY 
recovering from a heart attack in 
Vincent’s Hospital, Indianapolis, 


Robert L. Seiler, for 10 years Chicag, 
manager for Paul Revere Life and ip 
the life insurance business 20 years, ha 
resigned this post and is now owner. 
operator of Bar-J Desert Hacienda 
motel near Tucson. 





a 


EARL F. ENGUS, 47, district ma. 
ager Washington Park branch (Cj. 
cago) of Metropolitan Life, died in; 
Burlington, Wis., hospital. He had 
suffered a heart attack last month 
. his summer home at Browns Lak 

is. 


NATHANIEL A. TURNER, 62, of the 
Columbia, S. C., law firm of Turner 
Padget & Graham, died. He was gen. 
eral counsel of Carolina Life and South 
Carolina legislative counsel for Asm 
of Casualty & Surety Companies, Ny. 
tional Board and Health Insurane 
Assn. of America. His firm also repr. 
sented many individual insurers, 


J. HASKELL POTTS, 51, Manager zt 
Denver of General American Life, dix 
of a heart attack at Oklahoma City. k 
had been with the company 23 year 
10 as manager at Denver. 


JOSEPH A. WEBSTER, 67, retire 
manager of Jefferson Standard Life z 
Savannah, died after a short illnes 


CHARLES G. COYLE, 56, who wa 
recently appointed group manager fo 
Mutual of New York at New Orleans 
died there after a long illness. He hai 
been in the life field since 1925, wa 
group manager of Aetna Life, ani 
later established his own general agen- 
cy. In 1955, he joined Mutual of New 
York. 


GAMC Resolutions Sent To 


Congress, Life Companies 


General Agents & Managers Cot- 
ference of NALU has sent to member 
of Congress and life company exett- 
tives copies of two resolutions pass 
by GAMC directors at the recetl 
NALU annual convention in Phil« 
delphia. 

In one resolution, GAMC reaffirmelf 
its belief in the soundness of cai 
value life insurance as an investmel! 
and resolved to make every effort ti 
induce issuing companies, throug 
their general agents and managers," 
publicize the desirability of this phi: 
osophy to agents, policyholders a! 
the public. 

In the other resolution, GAMC voice 
its belief in the necessity of stebilit 
ing the value of the dollar, dedicate! 
the conference to that end and call 
on members of Congress and ollé 
officials of the federal government 
implement the bringing about of! 
sound dollar. 
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managers, "! 4 ,," y and agency building. 
of this phil that butld extra big sales daccess @ Planned training to insure progress for both 
holders at! agents and agency manager. 
*Life Insurance Purchase Option Agreement 
‘AMC voice! NO RT H A M E R | C A N L | F E Yes, it’s a program designed with you in mind so that 
: of stebiliz both you and Security of Denver know where we're going 
Yr, dedicate! (Prsnance Company OF CHICAGO today and tomorrow. 
d and ea Charles G. Ashbrook, President al 
s and othe arles G. Ashbrook, President — Stuart C. Ferris Life & Accident 
vernmet Ronald D. Rogers, CLU, Agency Vice President CLU. Ee Cc u a | ' ‘Compan a 
about ° sie Agency Vice-President 
North American Building Chicago 3, Illinci SECURITY LIFE BUILDING © DENVER 2 LORADO 
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One of Gershwin’s best programs 
came from The Man from Equitable 


Gershwin’s insurance program was composed by 
The Man from Equitable—a man who's been ap- 
plauded a hundred years for insurance writing. This 
year, during the Hundredth Anniversary, there’s 
even more to applaud. New graded premiums, for 
example. New lower rates for women on larger size 





policies. Or the guaranteed insurability option. And 
more. It’s all being explained regularly on poucas 
EDWARDS WITH THE NEWS, over nationwide CBS-TV, 
and on OUR AMERICAN HERITAGE on the full NBC-TV 
network. Applause is good for the ears. Doesn’t hurt 
the pocketbook, either. 


Living Insurance from EQUITABLE 


The Equitable Life Assurance Society of the United States ©1959 
Home Office: 393 Seventh Avenue, New York 1, N.Y. 
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ALC Annual Is Quiet, Con 


AMERICAN LIFE CONVENTION 


structive 








Pressure To Cut 
Interest Rates 


looms As Problem 


Push To Do It By Political 
Means Predicted By Adams 
in His ALC Meeting Report 







It is almost certain that great pres- 
sue will be brought on Congress to 
invoke some politi- 
cal method of 
ameliorating inter- 
est rates at the 
next session, and 
if the administra- 
tion which  suc- 
ceeds this one is 
not so devoted to 
sound fiscal policy, 
the danger will be 
greatly increased, 
American Life 
Convention was 
told by its execu- 
tive vice-president and general counsel, 
Claris Adams, in his report at the an- 
nual meeting at Chicago. 

Mr. Adams said that “life insurance 
isin a somewhat delicate situation” in 
this connection. 

“It ig our bounden duty, as I see it, 
to make an all-out fight against every 
type of legislation which is inflation- 
ary in its consequence,” he said. “We 
are in the business of selling dollars. 
To keep faith with our policyholders 
we must do everything within our 
power to help safeguard the integrity 
of such dollars. We have a great ob- 
ligation to beneficiaries living on life 
insurance proceeds to protect the pur- 
chasing power of such proceeds.” 


Faces Cynical Attitude 


Mr. Adams said that since the life 
insurance business is among the larg- 
est lenders in the nation it is con- 
stantly confronted with the cynical at- 
titude that “although we present our 
case in behalf of widows and orphans, 
we are really interested in high inter- 
est rates for our own aggrandizement.” 
“So far, we have succeeded rather 
well in escaping too much criticism, 
by a straightforward statement that it 
is our duty as trustees to invest money 
at the best return obtainable consist- 
ent with safety,’ he said. 

“However, the fact is that, viewed 
historically, interest rates are not 
high. They are lower than they were 
in any year prior to 1935, including 
boom years as well as depression years, 
and it is also true that during most 
of the periods when we had extremely 
low interest rates, they did not result 
Man expansive or dynamic peacetime 
economy. 


Two Kinds of Growth 


Claris Adams 


“Perhaps one of the most important 
‘sues which must be fought out in 
this country in the next two or three 
years is whether the people will save 
enough to finance an orderly and 
healthy growth of the economy, or 
Whether we shall manufacture money 
0 pump air into a balloon which ulti- 
mately will burst to the detriment of 
everyone, but particularly to the hurt 
(CONTINUED ON PAGE 34) 
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J. C. Higdon, right, president of Business Men’s Assurance, newly elected 
president of American Life Convention, receives the symbol of office from the 


retiring president, President R. E. Irish of Union Mutual Life. 


ALC TOLD BY ITS PRESIDENT: 





Tax Formula Needn't Up 
Net Cost Of Insurance 


In spite of the big increase in taxes 
imposed on life companies by the new 
federal income tax formula, it doesn’t 
follow that life insurance must cost 
policyholders more, said Rolland E. 
Irish, president of Union Mutual Life, 
in his presidential address at the 
American Life Convention annual 
meeting in Chicago this week. 

Mr. Irish said Union Mutual’s actu- 
ary, William L. Barber, recently ad- 
dressed the Maine CLU chapter and 
the group showed considerable inter- 
est in whether the new tax law would 
make it necessary for participating 
companies to reduce their dividends 
and non-par companies to raise their 
rates. 

Many Agents Have Asked 


“A number of agents have asked 
the same question of me, as I am cer- 
tain they have of you,” said Mr. 
Irish. “I have also read that Charlie 
Zimmerman, president of the Connec- 
ticut Mutual Life, in his recent talk to 
the Life Office Management Assn., 
discussed this very question insofar as 
his own company was concerned. 

This all indicates to me that the 
tremendous amount of space devoted 
to the tax situation in the trade press 
has left our agency force quite unin- 
formed, and I have suggested in our 
own company that we tell our agents 
why we do not think that either sit- 
uation will prevail. 

“As I see it, at the same time we are 
giving the agency forces some ansvers 
we have no alternative but to face up 
to the question, ‘Where are these in- 





creased taxes coming from?” Obvi- 
ously, we will be turning the search- 
light on the same old problems that 
have always been with us—but this 
time I feel we must really take a hard 
look and reappraise the entire man- 
agement process. 

“In our own company we have tried 
to define the eight or 10 areas where 
we might look for considerable im- 
provement. To our own amazement, 
they are all areas that we were doing 
fairly well with, but after the list was 
completed I am sure that we were not 
as certain. 

“We agreed in our company that the 
greatest improvement could really be 
made in taking steps to eliminate the 
agent with high lapses during the 
early policy years. Then we went right 
along through the very same problems 
that have been discussed at this and 
other meetings for years. But we do 
agree that in most areas improvement 
can be made. 

“You will recall that only a few 
years ago a prominent agency officer 
told us that in the marketing end of 
our business the industry had been al- 
together too complacent. We didn’t 
like it very well, for in many cases 
we refused to believe it, but let’s look 
at a few of the more important inno- 
vations that have been introduced in 
recent years: special policies, pre-au- 
thorized check plans, the family pol- 
icy, guaranteed insurability, develop- 
ment of A&S by life companies on an 
aggressive basis, pension business, re- 
duced premium rates for women ap- 

(CONTINUED ON PAGE 41) 
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Contrast With Last 
Year's Tax-Divided 
Session Is Notable 


Higdon President; Evans, 
Kalmbach, Brower, Taylor 
Wallace To Governing Unit 


By ROBERT B. MITCHELL 


This year’s annual meeting of Amer- 
ican Life Convention, held at the 
Edgewater Beach Hotel, Chicago, was 
a pleasant, harmonious, constructive 
gathering, and anybody who is thirst- 





OFFICERS ELECTED 

President—J. C. Higdon, president 
Business Men’s Assurance. 

Executive committee members—to 
1962: Richard B. Evans, president 
Colonial Life (reelected), Leland J. 
Kalmbach, president Massachusetts 
Mutual Life (reelected), Horace W. 
Brower, president Occidental Life of 
California, and Charles <A. Taylor, 
president of Life of Virginia; to 1961, 
to fill out Mr. Higdon’s unexpired 
term: Travis T. Wallace, president 
Great American Reserve. 





ing for a stirring account of big is- 
sues vigorously contested might as well 
stop reading at this point. 

There was nothing even remotely 
comparable to last year’s big excite- 
ment, which was the inter-company 
division in viewpoint on how the life 
companies should be taxed by the 
federal government. The tax is still a 
problem but happily it is no longer a 
divisive one. 

One angle of the federal tax ques- 
tion came out Monday, when a group 
of companies, spearheaded by Minne- 
sota Mutual, got together and later 
issued the following statement: 

“This week a large group of com- 
panies interested in preserving the 
tax free status of their municipal bond 
interest with proper deduction for 
inter-corporate dividends met in Chi- 
cago to formulate plans for pursuing 
their cause, in the courts, if necessary. 


Told Of ALC Motion 


“They were told of a motion, passed 
by the executive committee of the 
American Life Convention which 
states that ‘without participation in 
any litigation, the staff of the Ameri- 
can Life Convention is instructed to 
give such reasonable technical assis- 
tance as it deems proper to the group 
of companies whose interest in litigat- 
ing the question of tax-free interest 
and dividend-received credit under 
the federal income tax law was pre- 
sented to the executive committee by 
representatives of the group at their 
meeting Oct. 11.’ 


Urged To Defer Filing For Refund 


“Companies were urged to defer the 
filing of claims for refund to allow an 
apparent ambiguity in the new law 
to be resolved in an orderly manner. 
It was pointed out that, as a general 
rule, each company will have three 
years to file such claim without pre- 
judicing its rights. 

“It was reported that research of 


both an actuarial and legal nature 
(CONTINUED ON PAGE 36) 
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LIBERTY and FREEDOM _.... 


rhe Statue of Liberty is an 
important symbol to all 
Americans because it repre- 
sents the freedom which is the 
foundation of our way of life. 
Our Company is proud to use 
it as its trademark. 





Men to remain free must pro- 
vide security for themselves and 
their families and most 
American families have found 
life insurance to be the best 
way to provide this security. 


Liberty National Life Insurance 
Company is providing a large 
measure of security for many 
families. Over a quarter of a 
billion dollars is held by the 
Company for the protection of 
policyowners. Perhaps this 
financial strength is one of the 
reasons why more and more 
people each year buy their 

life insurance from 

Liberty National. 


LIBERTY NATIONAL LIFE INSURANCE CO. 


Frank P. Samford, President HOME OFFICE: Birmingham, Ala. 

















If you know where you're going 
We can tell you how to get there 
Our General Agent’s Contract can be 


YOUR ROADMAP TO SUCCESS 
aE A SE 
For additional information 


WRITE 


The Agency Department 


THE UNION LABOR LIFE INSURANCE COMPANY 


200 East 70th St., New York 21, N. Y. 
EDMUND P. TOBIN, President 
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WALLACE TELLS AGENCY SECTION: 





De-Emphasizing Term 
Won’t Help Lapses 


Life insurance lapse rates are rising 
and the situation is bad, S. Rains Wal- 
lace, LIAMA di- 
rector of research, 
told the Agency 
Section of Amer- 
ican Life Conven- 
tion at Chicago. 
Mr. Wallace said 
the lapse rate “is 
worse in the Unit- 
ed States than it 
has been since 
1938.” 

“It is not, con- 
trary to some more 
mythology that has 
been current, attributable to increases 
in term insurance,” Mr. Wallace d2- 
clared. “It may be related, however, to 
another shift which is becoming rather 
dramatic and which has been made al- 
most explosive by the advent of the 
family plan. 

“TI refer to the proportion of busi- 
ness sold on a monthly premium basis 
—with or without bank plan. In 1949, 
37% of the adult male business sold 
by ordinary agents was on annual 
premium, and 14% was on monthly. 
In the last half of 1958, 27% was an- 
nual and 37% was monthly (of which, 
incidentally, only 8% was bank plan 
business). For combination agents, 
monthly increased from 9% to 31% 
while monthly debit remained almost 
constant. 


Venturesome Thinking Needed 


“It is my own belief that some ven- 
turesome thinking is needed here. I 
do not believe that it will take the 
form of reversing this trend to month- 
ly business, because that is something 
which reflects an over-all change in 
the economic habits of the public. The 
problem of the agency executive thus 
becomes one of increasing the persis- 
tency of the monthly business he must 
expect to sell.” 

Mr. Wallace, referring to the way 
in which some misconceptions become 
ingrained in the consciousness of top 
executives, described this as “highly 
dangerous, because it can mean that 
decisions are made designed to solve 
the wrong problem or even to solve a 
problem that does not exist at all.” 

For some years and up to the pre- 
sent, he said, ‘““we have known that the 
premium rate per $1,000 of the busi- 
ness we are selling is dropping at a 
rather appalling rate. For example, 
in 1949 the premium per $1,000 of 
business sold to adult males by ordi- 
nary agents was $29.90. In 1958 it had 
fallen to $20. For similar business sold 
by combination agents the drop was 
from $22.10 in 1949 to $15.07 in the 
last half of 1958. 


Facts Are Disturbing 


“These are the facts and they are 
disturbing ones. I am sure you have all 
been exposed to the lack of enthusi- 
asm which this trend engenders in 
the breasts of your investment people. 
I am also sure you recognize that a 
fall in premium rate, particularly 
when, as is the case, it is accompanied 
by an increase in early lapse, may 
mean that costs per $1,000 are going 
up. This makes it vitally important 
that we not only recognize the symp- 
toms—in this case the drop in premi- 





S. Rains Wallace 


um rate—but also look for the cay. 


octok 





“It has become the fashion jp , 
business to identify the cause a ., 






pushing the permanent forms. Thi 
cure might be a good thing to q., 
other reasons, but I can tell yoy ‘J 
that if our data are correct, ang le 
sure they are, this ‘cure’ will Not mak 
a perceptible dent in the Premi: 
rate trend. 


From 34.8% To 37.6% 


“In 1949, 34.8% of the Volune 
bought by adult males from Ordinary 
agents represented some form of te, 
In the last half of 1958, even inclu 
ing the 9.2% of volume represenis 
by term sold as a part of ora rider 
family policies, the comparable fig 
is only 37.6%. For combination age; 
the percentage of term was 42.4% " 
this had risen to 51.9% in the jy 
half of 1958. But 31.4% of this can, 
from family policies. 

“On the other hand, whole life oy, 
tinuous pay has increased greatly 
the expense of limited-pay life x; 
particularly of endowment. Furthe 
more, specials, gradations, or the y 
of less expensive limited pay fom 
e.g., life paid up at 65 rather thd 
15 or 20-pay, have all combined ; 

(CONTINUED ON PAGE 35) 
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J. C. Higdon 


President, American 


Life Convention 





combined 4 


.GE 35) President, 


Business Men’s 


ee 








Assurance Company 





The leadership of J. C. Higdon in making the Business Men’s 
Assurance Company a company of ever-increasing stature 
is well-known in the life insurance business. 


APANY 


Those of us who are his fellow-citizens also take pride in 
the powerful influence he has had in making Greater Kansas 
City truly “The Heart. of America.” 


In selecting Mr. Higdon as its new president, the American 
Life Convention will gain the same benefits from his unique 
talents of leadership as have been enjoyed by his Company 
and by those of us who live in our home town. 


We congratulate Mr. Higdon on his election to this chal- 
lenging office, and the American Life Convention on their 
wisdom in electing him. 





KANSAS CITY LIFE INSURANCE COMPANY 


jt 26 Broadway at Armour, Kansas City, Missouri 
J, UIlinois 















32 AMERICAN LIFE CONVENTION FeNATIONAL UNDERWRITER October 17, jy 


In Camera Eye At ALC Annual a 
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Arthur C. Daniels, vice-president and secretary Institute of Life Insurance, 
and Mrs. Daniels; Mrs. Horace W. Brower and Mr. Brower, president Occidental 
Life of California. 
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“The single most important function 
of your agency vice-president is to 
grongly adhere to 
the underlying 
philosophies which 
have earned for 
the institution of 
life insurance its 
position of public 
geceptance and 
trust,” Robert E. 
Murphy, president 
of California- 
Western States 
-ELife, told the 
Agency Section of 
American Life 
Convention at the annual meeting in 
Chicago. j 

Quoting the president of another 
life company, Mr. Murphy said the 
agency vice-president must “be pre- 
pared to lose business and men when 
the price of keeping them compromises 
honesty, sincerity, and good ethics.” 
Mr. Murphy analyzed the job of 
agency vice-president as one of the 
toughest in the business, full of “hard 
decisions,” endless hours on the road, 
and based on the ability to deal with 
the “human” values of the business. 

















Robert E. Murphy 
















Lists Basic Requirements 


The requirements usually set out 
by company presidents—a good vol- 
ume of quality business, manpower 
development, training, agency expan- 
sion, and sales promotion, are only 
the results of a much more basic set 
of requirements, said Mr. Murphy. He 
then went on to list what he con- 
sidered the necessary requirements. 
The first requirement, “integrity, 
high-minded allegiance to the prin- 
ciples of life insurance and the philo- 
sophy of his own company,” was fol- 
lowed by the ability to motivate the 
field forces. 

Third, presidents should expect an 
agency vice-president to have ability 
to make the hard decisions, the tough, 
dirty decisions which keep a man 
awake at night, but which keep the 
agency offices open and growing by 
day. 

The agency vice-president should 
also be a master of communications, 
the man who receives and interprets 
information on selling trends, sales 
opportunities, and competitive prob- 
lems, then recommends a course of 
action for his company. 


Not A Detail Man 


The agency vice-president should 
be an administrator, rather than a de- 
tall man. This means that he must 

gather about him qualified home of- 
fice and field personnel and must 
delegate authority to these men to 

get the job done. He must be able to 

‘fkeep himself free from the dust of 

detail. 

4] As his last requirement for an 
agency vice-president, Mr. Murphy 

Said he must have the breadth and 

Wisdom to accept the personal guid- 

ance, the discipline, the leadership of 

us president. And that envisions a 

Mutually compatible relationship be- 
ween the president and the agency 

vice-president, 

Mr. Murphy pointed out that the 

Psency vice-president has a right to 

xpect 100% support from his presi- 

lent and his company, but this right 
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Agency V-P Should Stick 
To Tested Philosophy 


carries with it the responsibility of 
representing his company’s philosophy 
in all his dealing with the field forces. 

In addition, Mr. Murphy said the 
president should require the agency 
vice-president to “have _ over-all 
standards of performance laid out for 
himself. These performance standards 
or plans should be formalized to a 
point that allows measurement and 
discussion.” He said he should ex- 
pect him to have a “realistic sales 
course charted for the company for 
the next 12 months, for the next five 
years, and a long-range plan for the 
next decade or more.” 

Mr. Murphy closed by saying of the 
agency vice-president, “Every day we 
ask the impossible of him—and he 
generally makes delivery by closing 
time.” 


Mr. Murphy paid this humorous 


tribute to “the hard working, long suf- 
fering, misunderstood agency vice- 
president”: 

If he makes a lot of field trips, he’s 
no administrator and doesn’t know 
how to delegate authority. If he stays 
in his office, he’s out of touch with the 
men in the field. 

If he recommends that the company 
issue a new low-cost policy, he’s be- 
ing panicked by competition. But if he 
doesn’t do this, he’s insensitive to the 
needs of the field and can’t recognize 
industry trends. 

If he fires a manager with 23 years’ 
service with the company, he’s a cold- 
blooded hatchet man to whom loyalty 
means nothing. But if he doesn’t do 
this he hasn’t got the guts to make a 
tough decision. ; 

If he drives for high production, he’s 
volume-happy and to hell with the 
costs. But if he doesn’t do this, he’s 
not keeping pace with the economy 
and with the rest of the industry. 

If he discusses field problems with 
his president and other home office ex- 
ecutives his job is too big for him. 
But if he doesn’t, he’s failing to co- 
ordinate sales activity with home of- 
fice operations. 
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American Bar Assn. 
President Addresses 
Luncheon Of ALC 


It has been said that the lawyer’s 
role in society is that of the guardian 
of the integrity of social institutions, 
John D. Randall, Cedar Rapids, Ia., 
president of American Bar Assn., told 
the Legal Section of American Life 
Convention at the luncheon session 
Thursday during the ALC annual meet- 
ing in Chicago. 

These institutions, in general, in- 
clude the constitution and the rights 
derived therefrom, the right to the 
family and protection of home and 
person under the laws, and the right 
to own property, said Mr. Randall. 
It is the lawyer’s role to maintain, 
improve and correct these institutions 
as they develop. Aside from these gen- 
eral categories of institutions, there 
are certain specific groups evolved by 
society, such as the contemporary 
corporation, the modern labor organi- 

(CONTINUED ON NEXT PAGE) 





There’s real satisfaction in being suc- 
cessful. Success begets confidence . . . adds 
new zest to living .. . inspires self reliance 
. . . excites dreams and plans for a bright 


future. 
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42 states in two years. 
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Loane J. Randal! 
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WESTERN LIFE AGENTS KNOW THE MEANING OF SUCCESS! 


hold an exceptional contract. They represent a sound, aggressive 
49-year old company which has expanded its operation from 11 to 


forms of Life, Endowments, Annuities, Group, Accident and Sickness. 


For details write any of the following: 


REGIONAL Gilbert H. (Tom) Sawyer 
SALES 1355 Mercantile Dallas Bldg. 111 West 5th St. 
VICE PRESIDENTS: Dallas |, Texas St. Paul 2, Minn. 


Helena, Montana 


LUTHER G. THOMPSON, AGENCY ADM vP 
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The man who wants a sturdy, time-tested bridge to success in 
the profitable operation of his own agency will do well to discuss 
his ambitions with Indianapolis Life. All the gaps are filled with 


these “‘plus” features: 


@ A full line of popular, modern, low-cost policies—life, acci- 
dent, sickness, hospitalization, major medical—backed by a 
company of unexcelled financial strength with an enviable 54- 
year record of quality service to policyholders at the lowest cost 


consistent with safety. 


@ A substantial training allowance together with all the neces- 
sary agency-building tools, including a Career Compensation 


Plan and a Production Incentive Plan for new men. 


@ Liberal commission for agents and general agents plus life- 
time service fees . . . hospitalization and major medical benefits 


... group life... and a non-contributory pension plan. 


Wa ter H. Huent., President ArNovp Bere, C. L. U., Agency Vice-President 
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INSURANCE COMPANY 


A Mutual Company: Founded 1905 .- Indianapolis 7, Indiana 





AGENCY OPPORTUNITIES in Colo., Conn., Fla., Ill., Ind., la., Ky., Mich., Minn., Mo., Neb., N.D., Ohio, S. D., Tenn., Tex., Wis. 












you can recommend these 


Standan GROUP PLANS 


with confidence! 





4 Re f= Ge. OU EV: Bane BL Eo? Som <3 
é 5 2 ESEMINAR SE ¢ 
LIFE 4 INCOME >: ACCIDENTAL 
INSURANCE ;: REPLACEMENT : DEATH 
© Employees and . * Standard Weekly 2 and 
Dependents 4 Indemnity Plans . 
pa eri $3 © Long Term disability plans ¢ DISMEMBER- 
ite — — : with coverage to age 65 : MENT 
Paid-Up : in qualified cases. rt 


plus these benefits ... 
PREMIUM RATES, traditionally low, were 
reduced for most coverages effective May 1, 1959 
COMMISSION RATES were increased May 1, 1959 


CROC OSSSS SHEESH SEHSESHESHESEESHSESEHSEHESHSHSESESSHHSHSEHHSHHHHHHH HEHEHE HHHEEEEE 
For complete information, contact Standard’s Group Office nearest you. 
Portland 812 S. W. Washington-CA 8-4331 « Seattle 400 Securities Bldg.- MA 3-8741 

INSURANCE Life * Accident * Sickness 
COMPANY Individual & Group 
Serving California, Oregon, Washington, Idaho, Utah, Arizona, Hawaii. 
COCO HSEHSSOHHSHSSHESSEHEHSSEHHSEHHSHOHSHSSSHHSESHEHSHSHSHSESHSESEEHHSES 


Eugene 1410 Oak St. — DI 5-8446 
S Home Office: Portland, Oregon 
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zation, the modern insurance compa- 
ny. 

These new forms of institutions are 
complex and the problems they pre- 
sent are involved. Today, to deal with 
those problems, the individual lawyer 
needs more facts and general informa- 
tion than did his predecessor. It is to 
fill this need that the American Bar 
Foundation was established: to pro- 
vide facilities for objective research 
in law. Current projects include a 
survey of the administration of crimi- 
nal justice in the United States, the 
preparation of annotations to the 
model business corporation act, a sur- 
vey of procedures in commitment and 
discharge of the mentally ill, a study 
of the unauthorized practice of law. 


Runs Cromwell Library 


In addition, the bar foundation op- 
erates the Cromwell Library, which, 
after four years of operation has some 
8,000 volumes. 

The bar foundation is well equipped 
to undertake its fact-gathering work. 
With the information it collects, the 
lawyers of America will find the 
problems of court congestion, of the 
procedure and commitment of the 
mentally ill, and other problems which 
will be the object of separate reports, 
more clearly defined. Then the bar 
will be in a better position to act as 
an unofficial ministry of justice, to 
employ the term of Dean Edward H. 
Levi of the University of Chicago law 
school. 

Certain other projects will be of 
more immediate service to the pro- 
fession. For example, the project on 
the distribution and income of lawyers 
in the United States will enable the 
lawyer to compare his professional 
progress with that of lawyers in other 
areas. The project on the annotations 
of the model corporation act and the 
project on the rights of the mentally 
ill will provide ready reference pub- 
lications which will enable the busy 
lawyer to find rapidly statutory provi- 
sions which interest him. 

It is in this manner that the Ameri- 
can Bar Foundation will aid the prac- 
ticing lawyer. It will give him the 
information so that he may assess the 
problem, and make recommendations, 
so that justice will be dispensed more 
quickly and more efficiently. 


Adams Notes Pressure 
To Cut Interest Rates 


(CONTINUED FROM PAGE 29) 
of our beneficiaries and policyholders 
to whom we owe a great duty. 

“As I see the picture, life insurance 
was never stronger; the institution 
was never more dynamic; its leader- 
ship was never more capable, alert 
and imaginative; its field forces were 
never so well trained. Nothing can 
prevent a continued growth and 
maintenance of its outstanding record 
of public service through private en- 
terprise except the surrender of the 
American people to the siren song of 
inflation.” 

Mr. Adams said that 1959 will be 
remembered as the year that the half- 
trillion of life insurance in force was 
reached. Nevertheless, the average 
American family _is still insured for 
considerably less than two years of its 
current annual income and _ policy- 
holders are investing a smaller pro- 
portion of their disposable income in 
life insurance than they did 20 yaars 
ago. 

He said that mortality-wise, life in- 
surance has had a good year, and in- 
vestment return has continued to rise. 
Mr. Adams also said that membership 
in the American Life Convention had 
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Prospectus Noi A 
Sales Hobble For 
Variable Annuity f,,. ; 


The Securities & Exchange Comp, fnanaget 
sion is not at this time Undertaking ipolitan : 
make rules for the t Prince 
issuance of vari- 
able annuities, but 
is giving consider- 
ation on an ad hoc 
basis to the appli- 
cations being made 
by two companies, 
and each of the 
applications are 
being considered 
separately, the Le- 
gal Section of the 
American Life 
Convention was ing our ¢ 
told by Robert A. Crichton, presijgfWe hav 
of Variable Annuity Life, at the anmyfft is, of 
meeting at Chicago. many of 

Mr. Crichton said the use of a Ds whether 
spectus in selling is unique to sjadvance 
securities business, but its use in gjreally ef 
sale of variable annuities should y,gever, tO 
sent no unusual problems for q }ygvack to | 
company. A company issuing varigygeram wa 
annuities will be under a continyjgshowed | 
obligation to keep its prospectus cg “Durin 
rent with the facts and to further qugay dou 
close material information that may} dep 
the results of developments occurrngy the x 
subsequent to the effective dates work, P 
the registration statement. earnest’ 
the prey 
ture and 

“It wa 






















Robert A. Crichty 


Hopes For Regulatory Coordination 


“It is hoped that coordination 
tween state insurance authorities ajgP® 
the SEC might be possible in org ®med 
to reduce any unnecessary burden a2 Wé 
such life insurance companies af mary 
would be subject to examination } 
both agencies,” Mr. Crichton said. ~ 

Since the investment company # 
of 1940 gives the SEC authority§ 
exempt any investment company ra 
any provision of the act if appropr 
to public interest and consistent wil 
the protection of investors and : 
purposes fairly intended by the a 
Variable Annuity Life has applied , 
certain exemptions from the act: | 

l. The provision that prohibits 
issuance of senior securities by’ 
open-end investment company. =| 

2. To permit the company to ma 
loans and advances to agents, the rigit® 
to sell qualified pension plans ati 
price other than the current offerii 
price described in a prospectus ft 
individual contracts, and the right # 
calculate investment earnings appl: 
cable to variable annuity contracts ¢ | 
a monthly basis. 

3. An exemption from registratia cu 
for any life insurance of fixed dolla Every c 
annuities that the company might policy, ; 
sue. : _ | Whatev 

4. An exemption from the requilt] every a 
ments that the company establish] upto 7 
separate trust for the administrati®] yrrrye 
of the proceeds of premium paymei} jy. 

“Any exemptions which might you nee 
granted to ‘VALIC’ upon its indi] meeting 
dual application will not be in t FOR REL 
nature of a rule or regulation of t a con 
commission,” Mr. Crichton said. “Ba few ter 
company that proposes to issue var Private 
able annuity contracts will have ® SUPREM 
effect an individual registration e| thin E 
will have to make application for tho sy 

y 
and Mia 





exemptions from the 1940 act that! 
deems necessary and in the public 
terest.” 


reached 279 life insurance come 
which have approximately 94% of \ 


insurance in force in the United Stalé 
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Management Conferences 


For Benefit Metropolitan 


lity 
ge Com Mis 


1 dertaking 


The results of the two advanced 
management conferences that Metro- 
wlitan Life held 
t Princeton, N. J., 
at summer were 
valuated by Karl 
Kreder, 2nd 
president in 
harge of person- 
rel, at the luncheon 
sf the Combination 
sEcompanies Section 
turing the Amer- 
“an Lif2 Conven- 
fon annual meect- 
ing at Chicago. 
“Are we achiev- 
rt A. Cries f g our objectives?” Mr. Kreder asked. 
ON, preside We have a good feeling that we are. 
at the annylt is, of course, too early to look for 
many of the long range indications of 
se of a p,gwhether this integrated approach to 
ique to ggadvanced management training is 
S use in th really effective. It is interesting, how- 
should pagever, to note how fast the word got 
s for a jygback to the home office that this pro- 
ling variayegtam was ‘really something.’ 
A continyngshowed Sincerity, Interest 
spectus cy “During the conference, there wasn t 
further qty doubt that there was sincerity 
that may gan depth of interest, as shown also 
1ts occurrmby the many hours devoted to home- 
ive dates work, practice sessions and ‘dead- 
earnest’ discussions which went into 
the preparation for each day’s lec- 
ture and case discussion. 
dination } “It was comforting to see that prin- 
thorities ap ciples and concepts which were 
ale in oriel learned and used early in the pro- 
y burden : gram were not dropped as new topics 



























Karl H. Kreder 











rdination 






appeared but rather were retained 
and re-used in subsequent days and 
during the discussion of new and dif- 
ferent roles.” 


Morale Was Enhanced 


One of the great collateral achieve- 
ments was under the heading of 
morale, said’ Mr. Kreder. This 
emerged as a result of these men’s 
studying together, rooming together, 
eating together, and most important 
learning about each other’s duties, re- 
sponsibilities and problems. 

“Of their own initiative,” said Mr. 
Kreder, “participants now back in the 
home office are circulating reading 
material which they feel will con- 
tinue to advance the understanding 





Says De-Emphasizing 
Term Won't Help Lapses 


(CONTINUED FROM PAGE 39) 
push premium rates down within types. 
“For example, for ordinary agents 
the average premium rate for limited- 
payment policies drorped from $51.20 
in 1949 to $32 in 1958. Again, for 
combination agents, decreasing term 
premium rates went from $16.50 in 
1949 to $9.60 in 1958. Thus, the agen- 
cy executive who thinks he is going 
to solve his premium rate problem by 
making term a nasty word is in for 
a disappointment. In this case, facts 
and their interpretation become all- 
important in the identification of the 
problem and the ventures which may 
solve it ” 


LIFE INSURANCE EDITION 
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up to 700 can be accommodated. 


Meetings, 


act that t 


- public it and Miami airports is easily arranged. 









Accomplish Your Convention Objectives at 
Florida’s Most Complete Resort 


COCLL Rtn HOTEL and CLUB 


Every convention has its objectives...to bolster morale, conduct business and project 
Policy, and serve as an incentive or award for accomplishment. 

Whatever your objective, Boca Raton Hotel and Club is the perfect site for it offers 
every attraction to keep your people happy on the premises. Groups of any number 


WEETING ROOMS of every size, exhibit facilities, theatre with huge stage and screen, 
public-address equipment, projectors, air conditioning, expert convention staff... all 
you need to assure top efficiency and comfort while conducting your staff or business 


FOR RELAXING. Slammin’ Sam Snead is your winter host pro at our beautiful 18 hole 
golf course. A 9 hole pitch ’n putt course is a big favorite too, along with our four 
new tennis courts, two olympic swimming pools, Cabana Club and a mile-long 
Private beach. Gulf Stream fishing is but minutes away. 


SUPREME CUISINE in our beautifully appointed dining rooms, with dancing and enter- 
mn for thot tainment nightly pampers your members...makes off-premises attractions unattrac- 
by comparison. Limousine pick-up service from Palm Beach, Ft. Lauderdale 


For available dates: I. N. Parrish, Convention Manager, Dept. 236 
BOCA RATON HOTEL and CLUB e Boca Raton, Florida 
Arvida Hotels, Inc., Stuart L. Moore, Vice President and Managing Director 
National Representative: ROBERT F. WARNER, Inc. 
Offices in New York, Chicago, Washington, Boston, Toronto 
























and interest of the group. This is a 
decided ‘plus’ for the company and 
for them. 

“Finally, what about the reactions 
of the men who participated in the 
conference? In one word, ‘excellent.’ 
As one man said, ‘the most stimulating 
experience I have ever had.’ And why 
not—when we realize that each uni- 
versity faculty member is an out- 
standing lecturer in his own right and 
the company faculty is composed of 
our top officers. Another man said, 
‘For the first time, I began to realize 
a lot of things I had been doing poorly 
and I can see what to do about it.’ 

“A third said, ‘I can see now how 
vitally interested the company is in 
me as a person—as a member of the 
advanced management team. They are 
looking ahead and they are offering 
me a golden opportunity to prepare 
myself to take a more important part 
in the future.’ 

“The reactions of the officers and 
others at the home office who have not 
yet attended was equally enthusiastic. 
This, of course, makes for a happy 
situation. All in all, we feel that this 
is a major step forward in equipp:ng 

(CONTINUED ON PAGE 40) 
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Nationwide V-P 
Tells Problems Of 
Dual Licensing 


The problems encountered by a life 
insurance company whose agents also 
sell shares in a mutual fund, were 
reported today by P. L. Thornbury. 
vice-president and general counsel of 
Nationwide, to the American Life 
Convention Legal Section at the an- 
nual meeting in Chicago. 

Nationwide in 1957 began its real 
effort to introduce selling shares in 
Mutual Income Foundation through 
its agents, Mr. Thornbury said. In 
June of this year the superintendent 
ef insurance in Ohio held a hearing to 
consider a rule that would prevent 
life insurance agents from also sell- 
ing securities. In August the super- 
intendent stated that his department 
lacked authority to enforce the pro- 
posed rule. 

Back in 1957, Mr. Thornbury said, 
the then Ohio superintendent con- 
cluded that Ohio law was not violated 
by life agents selling securities, pro- 

(CONTINUED ON PAGE 43) 
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ALC Annual Is Quiet And Constructive 


(CONTINUED FROM PAGE 29) 


has begun in order to avoid delay in 
presenting a test case if litigation 
does, in fact, prove necessary.” 

Competition both within and with- 
out the life insurance business has 
been responsible for many new de- 
velopments in the life insurance busi- 
ness, said Alfred N. Guertin, ALC ac- 
tuary, at the executive session 
Wednesday. Following a review of the 
growth trends in the life insurance 
business and among other types of 
savings institutions, Mr. Guertin con- 
cluded that while life insurance in 
general had been maintaining a satis- 
factory competitive position with 
respect to them, the intensity of such 
competition is breeding many new 
types of contracts in recent years as 
well as broad development in the 
group insurance lines. In connection 
with these developments he also dis- 
cussed administrative and regulatory 
problems associated with them. 

Among other subjects, Mr. Guertin 
dealt with the impact of taxes upon 
the life insurance business, showing 


that the total amount of taxes in- 
curred in 1958 business reached an un- 
precedented total of $827 million as 
against $599 million for the year 1957. 
The large increase was due primarily 
to the new federal income tax law 
which was enacted by Congress this 
year, but made applicable to the busi- 
ness of 1958. Figures were developed 
showing an increase of over 35% in the 
tax load of the companies, both state 
and federal, when related to the pre- 
miums paid by the policyholders. The 
tax load on savings through life in- 
surance is substantially heavier than 
it is on any other form of savings. 


95.5% Of All Insurance In Force 


Mr. Guertin also pointed out that 
the 279 member companies of the 
American Life Convention have in 
force 95.5% of all life insurance in 
force in the United States, and that 
similarly high percentages apply in 
all lines of life insurance. In the field 
of A&S insurance the member com- 
panies also wrote a very large per- 









No. 10 in an enlightening 
series of 12 Broker- 
Type personalities. 


Dumbfounded Do-Nothing 


Old Sluggish here would be wise to check up on ANICO’s com- 
plete line of policies—competitive policies with competitive com- 
missions. You should check with ANICO, too. 





ANICO SALES LEADERS 


Family Policy. 
$10,000 minimum special. 
$25,000 minimum special. 

Life with Family Income 
to age 65. 

Income Conversion Rider. 
Annuities. 

All forms of A&H. 
Complete line of 
mortgage protection. 
Pre-Authorized Check Plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 
Family Income Term Policy. 
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INSURANCE Co. 


GALVESTON, TEXAS 





OVER FOUR AND ONE HALF BILLIONS OF INSURANCE IN FORCE 


‘\ 


OPENINGS EVERYWHERE IN 

TERRITORY FOR REPRE- 

SENTATIVES, BROKERS AND 
SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experi- 
ence will receive prompt attention and answer. 


For information address: 
COORDINATOR OF SALES 
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centage of insurance written in the 
United States. These percentages de- 
velop a basis for making the organiza- 
tion an important spokesman for both 
fields of insurance. 

Three Sections Meet 

The well organized program of 
speaking and social events went off 
as scheduled, with the Legal Section 
and the Agency Section meetings be- 
ing held Monday and Tuesday prior 
to the two general sessions Wednes- 
day and Thursday. The Financial Sec- 
tion held its deliberations on Friday. 
The Combination Companies Section 
met Wednesday. 

The Financial Section meeting will 
be reported in next week’s issue, as 
will some of the other talks, which had 
to be omitted from this week’s edition 
for space reasons. 

Another feature was the traditional 
“Tom Grant breakfast,” given by Busi- 
ness Men’s Assurance in honor of the 
new president of National Assn. of 
Life Underwriters, who this year is 
William S. Hendley Jr., Mutual of New 
York, Columbia, S.C. It will be re- 
ported in next week’s issue. 


Sunset Lite Dedicates New HO 

Sunset Life, in dedicating its new 
home office building at Olympia, 
Wash., honored five agents who quali- 
fied in a seven-month sales drive as 
“Builders of Sunset” by affixing their 
names to a scroll which was placed 
along with other memorabilia in the 
building’s cornerstone. The five were 
Marsh Wardell, Ponders, Wash.; Stuart 
Kastner, Los Angeles; John Sullivan, 
Seattle; Eugene Colburn, Auburn 
Wash., and Weston Watanabe, Honolu- 
lu. Sunset’s home office was previously 
quartered in several buildings in down- 
town Olympia. 
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Mutual Life Compania 
Tax Group Disbands 


























The temporary committee for AL 
tion of mutual life insurance Com: 
nies has disbanded. (All 

Louis W. Dawson, chairman of ,§ left 
committee and chairman of yi M 
of New York, said, “As its Name jf Pfae 
plies, the committee was Conceiyl to R 
only as a temporary organization § per, 
was formed in July, 1958, fo coun 
limited and temporary purpose of ng Gui 
senting the mutual viewpoint on fe! coun 
eral tax legislation which was abo cut 
to be considered by Congress at and 
time.” ders 

Since the committee has serve to Al 
intended purpose, Mr. Dawson said tin, 


is being dissolved. 


Ill. Lite as Set 
Midyear For Nov. 6.7 


Illinois Assn. of Life Underg; 
ers will hold its midyear moa 
at Peoria, Pere Marquette Hei 
Nov. 6-7, in conjunction with the} 
ditional Peoria association sales 
gress, which takes place on the sey 
day. Among those appearing op 4 
program will be William S. Hen 
Jr., Mutual of New York, Colum; 
S. C., newly elected president of} 
tional Assn. of Life Underwriters, 
Lester O. Schriver, NALU 
director. 
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Jerry I. Matusoff, Dayton, has be 
cited by the Franklin Life as its y; 
of the month for October. 


Beneficial Standard Life has by 
licensed in South Dakota. 
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Minimum policy $5,000 
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combines maximum protection 
with flexible retirement benefits 
Insurance coverage to age 65, then choice of three options: Soca . 
(1) Income for life (120 months certain and continuous) of Society, 

$5.00 per $1,000 face amount for men; $4.45 for women. ai 
Equitable 

(2) Paid-up life policy for face amount, plus $58.23 per Nothing 
$1,000 in cash. No evidence of insurability required. Full New p 
range of optional modes of settlement applicable to cash — §518,130,29 

oy ° Poe, a compar 

values on paid-up life policy. ede 
(3) Cash for $812 per $1,000 face amount. Payable in one end mo 
2 . Months’ t 
sum or under full range of optional modes of settlement, parle 
Period in | 
Topping 1 
Price H, 
T h e associate § 
FIDELITY MUTUAL = gaa 
eet 
LIFE INSURANCE COMPANY Graduates, 
THE PARKWAY AT FAIRMOUNT AVENUE = of Tee 
PHILADELPHIA, PENNSYLVANIA 3rd A 
Subject of 
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ALC PHOTOS 
»¢ are sa ) ‘\ v 
 senes fe a 
left to right.) aay *) SRS -S A oi. CN : 
we, —. \ 3 Pi: eee ys oO oF) = 
Mrs. Marcell 2 3c — Cay (o..-}.S > om, 
pfaender, secretary C4 He Jo LU: Ye > Me.) 


ner, ALC general 
counsel; F. P. Mc- 
Guire, associate 
counsel Connecti- 
cut General Life, 
and Mrs. Ella An- 
derson, secretary 
to Alfred N. Guer- 
tin, ALC actuary. 





How to protect a champagne 
future on a beer income 


Know a man who thinks he can not yet afford the amount 
or kind of insurance he needs—and wants? Cheer him up! 
We've a tried and tested answer to his problem. 














Occidental’s 5 year Convertible and Renewable Term... 


Convertible to anniversary nearest age 65, to any one of a 
wide variety of “permanent” plans—when he can afford it. 





Renewable up to age 64 if he prefers. 


ee Ny Either —without further evidence of insurability. 
ot & ’ . . - 
—— It’s his choice, when he wants to make it. 


And in the meantime if he qualifies —total disability 
benefits after only a 4-month waiting period—to increase 
his peace of mind. 


He can also add Income Protection, Family Plan, 
Mortgage Protection, Additional Term, and Family Income 
by rider—and later carry them over in the 

policy to which he converts. 






Cedric Burgher, president United Fidelity Life; Ira J. McGuire, executive 
vice-president Security.L.&A.; Mrs. Burgher; M. Cullum Thompson, vice-pres- 
dent and secretary United Fidelity Life, and Mrs. Thompson. 


Ripandelli Opens Actuarial OCCIDENTAL LIFE 


Office In Tallahassee Insurance Company of California 

John S. Ripandelli, chief examiner Home Office: Los Angeles/W. B. Stannard, Vice President 
and actuary of the Florida department, 
has resigned to open his own office 
as a consulting actuary in Tallahas- 
see. He served with the Miles M. Daw- 
son consulting and actuarial firm and 
Jefferson Standard Life’s actuarial de- 
partment before joining the Florida 
department six years ago. 


All in all—a sound and practical plan for men whose 
incomes don’t yet match their ambitions. 





(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 








Mr. and Mrs. Robert L. Hogg. Mr. 
Hoge is vice-chairman of Equitable 
sys) of Society. 











om [Equitable Of Ia. Reports F or M : 1 m ‘ L i fe l nsurance 


3 pet FNothing But Good News yn “Mi ODERN WO ODM EN 






d. Full New paid ordinary amounting to j t’ 

jo cash «= 518,130,294 for September resulted in $ 
4 company record for Equitable of 
lowa—an increase of 26.3% over the 








in one §SAMe month last ER i e e e e e 
sme fs ota $141,305,756, marked a Each year more Americans plan their future financial security 
; ‘6% over the corresponding 
D dj e o . o o 
al through investing in Modern Woodmen life insurance. They 
Topping To Address L “¢. 
appeals geal know that Modern Woodmen means modern life insurance. 








oe general counsel of Guardian 

~ will be the speaker at the first 
NY " meeting of Society of LOMA 

Feuates, to be held at the home of- 

a of Teachers Insurance & Annuity, A 

0 8rd Avenue, New York, Oct. 21. 


Subject of Mr Topping’ i ° ° e 
.. . g’s speech will ce 
be “Should You Have a will” Home Office --- Rock Island, Illinois 
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NALU Exhibits Indicate Wide Interest In Audio-Visual Aids 


CONTINUED FROM PAGE 2) 
arrange for keeping outside interfer- First, there is the noveity appeal And as such, or so the prospect 


ence to a minimum. Incoming tele- of sound sl 


idefilms. In a nation of may tend to believe, that part of the 


phone calls may be temporarily turned mechanically minded do-it-yourself-  slidefilm devoted to the sales approach 
off; secretaries may be instructed to ers, there are few of us who can resist will be relatively painless. Whether 


keep intruders at bay for the short the desire to 


“see how it works.” Thus, presented in his home or office, he 


period of the film’s showing. the sales situation becomes something knows that for the running time of 
Why is the prospect more inclined more than the case of one man trying the film he has only to look and listen. 

to cooperate under these circum- to sell a product to another. It be- There will be no discussion, no argu- 

stances than when faced with the comes a form of entertainment. True, ment, no pressure. 

standard sales approach? There are it’s entertainment with a sales angle, Then, too, if the prospect is a busi- 

several reasons. but it’s still entertainment. ness man, he has some general idea 
































| SALES || HORIZONS 


Proposals on Request —< 


In order to relieve our field force of the time- 
consuming and costly chore of calculating and pre- 
paring certain types of proposals,the home office is 
taking over the job for a nominal charge. 

Under this plan the home office will prepare indi- 
vidually tabulated Split-Dollar and Premium Fi- 
nanced proposals based on predetermined column 
heads, at any applicable age, for any multiple of 
$1,000 face amount. 

Eight different types of proposals are available on 
O.L., Life to 65 and 10-Pay Life. 


Gradation of Premiums 


by size of policy — Quantity Discount Factors 
using the policy fee method applicable to all plans. 
Rates per thousand decrease as the amount of 
insurance increases. 


Low Net Cost 


@ Generally Reduced Premiums 

@ Reduced Premiums on Level Term Riders 

@ Reduced Premiums on ADB 
The following table shows the effect of grading 
by size and our low net cost: 

Comparison of Net Costs and Net Payments per $1,000 


$5,000 $15,000 $25,000 
PLAN AGE ITEM POLICY POLICY POLICY 


MALE 35 naveeirs, «$204.69 «$195.36 $193.49 


kt 26.69 17.36 15.49 
fh 367.32 348.65 344.92 
Fy ol -268  —21.35  -25.08 
P5000 24.57 23.64 23.45 


Pension and Profit-Sharing Plans 


National Life’s Annuity Builder Contract and 
Yearly Renewable Term Plan (guaranteed issue 
available in most cases) offers an entirely new 
concept, representing a far-reaching forward step 
in the entire field of Pension and Profit-Sharing 
Plans. Its flexibility and adaptability make it 
ideally suited to be tailored to special requirements. 





FOUNDED 











National Life Insurance Company 
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Check-0-Matic . ,< 7) 


Monthly budget premium payment plan 
available. Makes premium payments automatic. 














Lower Female Premium Rates 
on Most Plans 


Cash values and dividends are the same as for 
policies issued to men, even though the premiums 
are less. 









Buy-Sell, Split $and Program- 
Ming Sales Film a teader in the field of 


audio-visual sales presentations, National Life 
has available two prize-winning sound slide- 
films in full color. “‘A Tale of Three Businesses’ 
tells the story of what could happen to a business 
in the absence of a buy-sell agreement. ‘The 
Most Wanted Man in America” sets the stage 
for a Split-Dollar sale. ‘‘A Man of Property” 
deals with the 5 basic needs. All three are proved 
sales makers. 











Tax Sheltered Annuities 


A plan to create pensions for employees of cer- 
tain non-profit organizations using tax-free 
dollars. Unusual sales kit available. 















Insured Insurability 


This rider provides for the purchase of addi- 
tional insurance without further evidence of in- 
surability at policy anniversaries nearest in- 
sured’s ages 25, 28, 31, 34, 37, 40. 












Dividend Term Option 


Using dividend deposits to purchase one-year 
term insurance, this provision is designed pri- 
marily to provide additional insurance for the 
amount of cash value. 


Dividends referred to in this advertisement are 
based on our current scale. They are neither guar- 
antees nor estimates, but are for illustrative pur- 
poses only and are subject to increases or decreases. 
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of how much an audio-visual sales ;, 
costs. He also knows the amount 4 , 
time and effort it takes to proj, §%S 
one. Money, time, effort-—these Ho 
three things that most business 
respect. Any product, however Novelj 
may be, which obviously is the p 

of these three important Essentig) 
is likely to get his attention and ¢, 
operation. 


An Effective Door Opener 


As a door opener, therefore, it j men | 
hard to imagine another sales aid the supp 
could be more intriguing than qa gs; 
slidefilm kit. In the sales presenta 
itself, it can be equally effective, 

Agents can be interrupted in thy men | 
sales presentations and _ sometin.§ DY tk 
have their whole sales talks diver 49° 
onto side roads far afield from yf 
subject at hand. In this respect, hoy. 
ever, a film has a distinct advan 
over its human counterpart—it jg Ig, 
likely to be sidetracked. 

Its progression from point A to poin 
Z of the sales presentation is virtyy. 
ly irrevocable. It cannot answer qua. 
tions, deal with inconsequential asid, 
to the presentation or be bullied intp, 
retreat. For the 15 minutes it is np. 
ning, it dominates the sales situatig 
and keeps the line of argument heaiy 
toward the desired end. 


Pliable Prospect on cl 


When the film has run its coup 8 § 
and the agent takes over, he can ». 
swer the questions, deal with the ob. 
jections and amplify the filmed mp 
sentation. But when he does, it stani 
to reason that he should have a mr 
pliable client to deal with. Putting i and 1 
simply, a well-organized presentatin 
on film sets up the prospect for th 
sales clincher. Addet 

What the film also seems to do i Yet. 
lend the prestige of a third party t 
the interview. It puts the agent cessful 
one side, out of the sales picture fr still t! 
the moment and brings into the sal with { 
presentation an authentic quality th 
otherwise might be lacking. Om Mates 
again, the impression is conveyed thi ales 1 
here is something more than a sale elon 
man at work. aaee | 

Here, the prospect has it suggestil tering 
to him, is a huge life insurance con- y ia 
pany, with all its assets, insurant 
in force, stockholders and policyholi- establi 
ers, backing up everything the age ‘ade 
will say when he closes up his audi 












new 






















visual equipment. a : 
Larger Sales A Result cruitin 


According to the Colburn repot} already 
among the many significant benefit Col 
of the slidefilms is the one of mot UW 
sales. This, however, is only part @ Buvs 
the story. As field use of the fil d 
mounts, the report also notes, “large $2 Mi 
sales tend to become one of the of Colu 
standing results.” has pt 

The report adds, “Closely allied wit} Life of 
larger sales is a significant increa*§ the tre 
in (a) cash with -application, and (tf stock. ' 
annual and semi-annual premium § Columt 
Apparently a well-designed film put Banker 
the entire transaction on, so to spea§ joint st: 
a higher financial level and tends{ Bank 
fully complete the transaction to the 1955, | 
point of cash in a single interview} $60,000 
We are not sure exactly what aspei} surance 
of the films accomplish this resi and Ne 
but it is a clear sign that the prospe'{ into Ln 
is fully sold, and we are inclined ! T 
attribute this benefit to complet] 4€xas 
presentation and emotional conditior Centr 
ing.” absorbe 

As for conservation of business } of that 
report says, ‘““We do not have extensi Commu: 
experience with the use of films {} receive 
this purpose, but a number of repo] for each 
have come to us which indicate survivin 
full and effective presentation of MF assets o 
plan by the film is highly useful 9 force of 
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‘Visual sales} Jling’ contracts about to be lapsed 
the amount y surrendered.” 

ces tO produy « ow does the recent recruit fare 
fort—these th the slidefilm in a sales situation. 
; business re, again, the Colburn study has 
owever Novel Heme interestine things to report. 

y is the Produ, ec a discussion of productivity of 
tant — essentig, en, the revort. while agreeing 







m é 
pod film is no cure-all for this vexing 


roblem, said the general feeling is that 
mer 4 an assist from the sales aid, new 
therefore, if mea do get into production faster. 

» Iti 


r sales aid thy supports The New Min 

& than a som, “General agents.” the report states, 
es Presentatin tribute imnroved production of new 
aitectaag : o (a) suverior presentation made 
rupted in the’ the film and (b) increased confi- 
nd someti a becarse the new man knows 
talks divert he has an effective tool. So far as we 
field from tj naccerta'n. the inereaced vrovortion 
> Tespect, hoy. : sales to interviews holds for new 
mcs advan P well as established agents.” 

part—it ea ein the case of the recruit, the slide- 
film is a #004, solid prov on which he 
can lean for sunnort while he overates 
on unfamiliar ground. But this, how- 
ever. leaves one obvious problem— 
the closin®. 

Here. the rovort suggests an an- 
swer: “F. J. Rudinger, executive vice- 
president of Franklin Life, has cited 
as an advantage of film the fact that 
more training can now be concentrated 
on closing. Mr. Rudinger was speak- 
ing generally of all agents, but the 
more we pondered the remark, the 
more anplieation it seemed to have to 
new men. Perhaps a shift in emnhasis 
in training new men to work with the 
film, with less drill in presentation 
and much more work on problems of 
closing. would lead to a faster initial 
production rate.” 


Added Inducement 


Yet. even before the point of train- 
ing the recruit for a career in suc- 
cessful life insurance sales, there is 
still the problem of hiring young men 
with the necessary potential for such 
a career. A life company which in- 
dudes a slidefilm program in the 
sales apparatus of its beginner agents 
obviouslv is going to possess just one 
more inducement for young men en- 
tering the field. 

As noted in the Colburn report, this 
competitive advantage is difficult to 
establish and is an area that still 
needs more exvloring, but, the report 
says, in a limited and selective way, 
film effectiveness in one field of re- 
cruiting—the veteran producer—has 


already been established. For exam- 


Columbia General Life 
Buvs Bankers Commercial: 
$2 Million Stock Transfer 


Columbia General Life of Houston 
has purchased Bankers Commercial 
Life of Fort Worth in a deal involving 
the trancfer of $2 million worth of 
stock. Thom7s E. Hand, president of 
Columbia, end A. E. Brooks, head of 
Bankers, announced the sale in a 
joint statement. 

Bankers Commercial, organized in 
1955, has capital and surplus of 
$60,000 and $2 million of in-force in- 
surance. Co'umbia cp2rates in Texas 
and New Mexico and plans expansion 
into Lrisiana. 
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it] Texas Insurers Merge 
1 condition 


Central States Life of Houston has 
absorbed the Community National Life 
of that city in a merger under which 
Community National stockholders will 
recelve one share of Central States 
for each 8% shares of Community. The 
surviving Central States Life will have 
assets of $1 million and insurance in 
force of about $10.5 million. 
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ple, the report cites the case of a com- 
pany that used a film to re-recruit a 
million-dollar-plus man whom it had 
previously lost to another company. 


Inexpensive Tool 


Colburn adds, “We cite these in- 
stances to make the point that the 
recruiting power of the film is not 
limited to average-producer prospects. 
Film budgets are so small in relation 
to recruiting costs that it may well 
turn out that film is the cheapest re- 
cruiting tool presently available.” 

Recruiter, trainer, prop for the be- 


ginner, door opener, salesman, con- 
servationist—these are some of the 
many roles the audio-visual sound 
slidefilms can play. 

Colburn Associates estimates that 
its 21 films have to date aided in the 
sale more than a billion dollars of life 
insurance. According to Dukane 
Corp.’s Mr. Turner, slidefilms have 
caused a revolution in life insurance 
selling. As he describes the situation, 
“Thousands of agents representing 
several hundred companies are saving 
time doing a better job and selling 
more insurance which stays sold be- 
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cause of their audio-visual helpers.” 

If the attention being paid the ex- 
hibits of audio-visual sales aids at 
NALU’s convention in Philadelphia is 
any indication, the future of these 
sound slidefilms in the life insurance 
business is, indeed, assured. If these 
men, for whom the story that was 
told on record and film should have 
been old hat, can be made to stop, 
look and listen, it isn’t hard to imagine 
the effect these aids must have on 
the prospect. To him, as Mr. Turner 
has pointed out, “It is new, dynamic 
and—more important—motivating.” 





past STRIKE IT RICH! 


You can “Roll a Strike” every time with Columbus 
Mutual’s Agent’s Contract, Induction Program, 
and Sales Packages — because your agents make 
money and yoy make money with: 



















Top Commissions on Leading Par and Non-par Policy Contracts. 
Vested Renewals. 

Higher Lifetime Compensation in Service Fees. 
Non-Contributory Pension Plan. 

Free Group Life Insurance. 


New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
Maximum Production in Minimum Time. 


Unexcelled Aut-O-Check 
and Check-O-Matic 
premium payment plans. — 


FOR YOU 


Well-balanced General 
Agent's Contract 
providing liberal 
overwriting and liberal 
expense allowance. 


PLUS 


Friendly, effective Home 
Office assistance to help 
you in your Recruiting, 
Training, and Agency 
Building Program. 







SS. 
MUTUAL'S 


Agent’s Contract 
Induction Program bee 


Sales Packages 


AGENCY-BUILDING OPPORTUNITIES in: 
Alabama, Arizona, California, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 
Washington, D.C., and West Virginia. 








bs 


_ COLUMBUS MUTUAL — 


Life Insurance Company 
a Columbus 16, Ohio ts 
_ Frederick E. Jones, President Fred C. Adams, Sup’t. of Agents 
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Metropolitan Benetits By Conferences 


(CONTINUED FROM PAGE 35) 


our advanced management to cope 
with the many complex problems that 
lie ahead for us all. 

“As to the future: This summer 
about 25% of our advanced manage- 
ment personnel attended the confer- 
ences. During the next three summers, 
we plan to invite substantially all of 
the rest of them. We feel it will be 
beneficial to all. 

“As to the content, we feel now that 
we have incorporated about what is 
most essential. We feel there is a 
good blending of the academic and 
the practical. We are most pleased 
with our faculty, comprised of uni- 
versity professors on the one hand and 
on the other, our officers. All in all, 
with some minor revisions, we plan to 
continue the program as inaugurated 
this summer. 

“As to our future plans for those 
who have already taken the program, 
as yet we have nothing specific, but 
since training is a continuous process, 
we will have a follow-up. Just what 
shape or form it will take will prob- 
ably not be resolved until we have 


devoted several more months of in- 
vestigation and study to it, just as 
we gave to our present program. 

“Right now, for example, we are 
exploring the possibility of a series of 
two or three-day seminars given, say, 
twice a year in New York. In any 
event, we will continue our explora- 
tions until we come up with some 
sort of a reasonable follow-up beamed 
at our ultimate objective of improv- 
ing the capacity of our management 
to meet the challenges of tomorrow.” 

Mr. Kreder said that as regards the 
advanced management’ conferences, 
the primary objectives of management 
development and executive training 
programs nowadays are in the general 
area of broadening the executive— 
of giving him greater perspective on 
his company, the industry, and the 
business world in general. 

“Insofar as our advanced manage- 
ment program is concerned, our main 
purpose is to provide such a program 
of training for our upper manage- 
ment,” he said. “We found from a 
quarter of a century of training in the 
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What Discerning Life Companies 
Look For In A Reinsurer 


There is no single reason why our clients have chosen 
North American Re. Many of them appreciate that we are 
in the business of reinsurance exclusively. Many cite 
advantages to them of our head office location in New York 
City, even as others rely heavily on the services of our 
strategically situated regional offices. All like the custom- 
crafted approach our expert staff brings to their sales, 
underwriting, administration and other problems, and the 
fact that our top consultants are called upon when our 
Then there’s the variety of 
contracts and pooling arrangements available which give 
ceding companies real flexibility in their underwriting. 


Whatever their reasons for reinsuring with North American 
Re, our hundreds of life company clients, large and small, 
have made this the largest exclusive reinsurer of life, 
accident and sickness, and group insurance. Whatever 
reasons for your company reinsuring with North American 
Re, we invite vou to consult the office indicated below 


that is most convenient to you. 


NORTH AMERICAN 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago 1, Ill. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 
Reinsurance Exclusively 


ACCIDENT & SICKNESS e 





GROUP 








field that training, like morale, must 
begin at the top if it is to be success- 
ful. We must stamp out the age-old 
complaint, ‘This training is all well 
and good—it’s just too bad my boss 
doesn’t get it.’ 

“So, we are giving it to the bosses, 
i.e., upper management. Specifically, 
upper management in this frame of 
reference begins with the division 
manager, goes on to the administra- 
tive personnel and staff men with 
comparable responsibilities and in- 
cludes most of our officers. As you 
shall see later, many of the senior 
officers, headed by the president and 
the executive vice-president, appear 
as part of the company faculty. 


Scope Of Conference 


“Now, then, exactly what is an ad- 
vanced management conference? 
What does it encompass? The ad- 
vanced management conference is a 
three-week program of seminars and 
discussions conducted by a series of 
faculty leaders drawn from the facul- 
ties of some leading colleges and uni- 
versities, from industry, and from 
the ranks of company officers. It of- 
fers a type of educational experience 
not encountered in most business or- 


ganizations, nor in regular university 


courses. 


“Since the usual classroom tech- 
niques are not employed in this pro- 
gram, it is largely an experience in 
self-improvment. Each participant 
must possess the strong motivation 
necessary to gain the utmost from 
this experience. In today’s dynamic 
economy, the need for well-rounded 
executives as a prerequisite for con- 
tinuing success is even more pressing 
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than it has been in the past. Mey, 
politan’s advanced management Con. 
ference is designed to help our man. 
agement meet that challenge. 

“Each man should return from 
conference mentally refreshed 
stimulated. It should help him fyy. 
tion more effectively in his pr 
position as well as prepare him for 
future responsibility. 

“As to the objectives, insofar aS this 
program is concerned, they are easy 
to express. We want to have our », 
per management people have the ex. 
perience of living and working clogg, 
together. We want to have their may. 
agement ‘know-how’ sharpened, We 
want them to learn more about th 
economic world in which we live ay 
we want all of these things given , 
company application.” 

Mr. Kreder said that in planning 
its advanced management conference; 
the company looked extensively inty 
both of the existing approaches , 
executive development. Active part. 
cipation by top company executive 
it was felt, was one of the strongey 
assets of the dozen or so company-ry 
programs that Metropolitan  invegt. 
gated. 

“We felt it was important that th 
participants have an opportunity t 
get to know more about the compan 
and to know these senior officers ; 
little better, and vice versa,” said Mr 
Kreder. “So the officers arrange 
their schedules so that they cou 
come down the afternoon before they 
made their talks. They attended the 
entire morning session. In addition 
they had a capsule version of the 
professor’s talks plus the case and 
reading material given them in ad 





NEW 
BENEFITS 
FOR 


Now added to the 
growing list of its 
fraternal services is 
ASSISTANCE 

TO MEMBERS 
AFFLICTED WITH 
LUNG CANCER — 
UP TO 

$1,000 


total each patient, $1,000. 


with a $100 limitation. 


MEMBERS OF WOODMEN OF THE WORLD LIFE INSURANCE SOCIETY 


Under the program, up to $1,000 may be paid on behalf of any beneficiary member 
of one year or longer who develops lung cancer. Payments under this new program 
will be made with the following limitations. Hospitalization (not to exceed $8.00 
a day), $250; Operating Room, $75; Anesthesia, $50; X-ray and Bronchoscopy, 
$100; Drugs, $75; Surgeon, $350; Private Nurses (registered only ), $100; Maximum 


This new assistance program is not part of the insurance certificate. Rather, it is 
another free service fraternally provided to our members. 

The program for providing relief to members who become victims of flood, tornado 
and other disasters has now become liberalized. Such members now may receive 
as much as a full year of payments for Woodmen of the World-held life protection 


Other benefits to members include unlimited free treatment for pulmonary tubet- 
*culosis—after one year’s membership—which the Society has provided since 1923. 
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C i) ‘‘The Family Fraternity''® 
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> 2 WOODMEN +; WORLD 
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% Fo LIFE INSURANCE SOCIETY 

ve: 57+” Home Office: 1708 Farnam Street 

"Sitar Oe Omaha 2, Nebraska 
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vance so they could coordinate their 
wn presentations with them. 

nd say that the participants were 
impressed most of all by the fact that 
our top offers, beginning with the 
resident and Mr. C. J. North, the 
executive vice-president, actively par- 
ticipated. Everybody likes to feel ‘in 
the know’ and in the confidence of the 
men at the top. And, of course, the 
officers also enjoyed sitting in on 
some of the discussions being held 
py each of the four groups of partici- 
pants on the case problem. 

“you might be wondering to your- 
gif, ‘Wouldn’t the presence of a top 
aificer tend to inhibit the discussions 
alittle bit?” We wondered, too, at first, 
but we needn’t have been concerned. 
The participants get so absorbed, so 
fascinated by the case material and 
each other’s viewpoints on it that 
they are oblivious to anyone else in 
the room.” 

Mr. Kreder said that another ad- 
vantage of the company-run program 
for the Metropolitan, .at least, is the 
opportunity for men in parallel jobs 
to know one another better, to room 
and eat together and work together 
toward common objectives. 
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Tax Formula Needn't Up Net Insurance Cost 


(CONTINUED FROM PAGE 29) 


plicants, the tremendous increase in 
group insurance sales, the guaranteed 
issue programs of some companies, and 
variable annuities. 
“That certainly 
something about it. 
“In the very complex climate in 
which we are now operating, it is 
essential that we not be complacent 
and that we recognize the many dif- 
ferences that are present today.” 
Today’s total of more than 1,400 
life companies includes 156 “one-stop” 
companies—fire and casualty compa- 
nies with life insurance affiliates, Mr. 
Irish commented. 
“There is divided opinion as to the 


indicates we did 





“If we were to single out the one 
greatest benefit of the conference, this 
would be it,” he said. “An improved 
esprit de corps was built which we 
feel is invaluable in a big organiza- 
tion like our own. The participants 
came away with a different feeling 
about their associates, about the com- 
pany, its activities and its objectives.” 








The World of Balloons 
Gatton Camely 


















Mewcmves the days when balloons, cotton candy, and ice cream were 
extremely important factors in your life? 
As we grow older, we think less about our childhood dreams and 
concentrate on present day realities such as future security. 
Granted, balloons may have been more enjoyable subjects but even 
_ they would occasionally pop and change our world of make believe 
Into a world of tears. This a perfect analogy for our present world 
of realities. If a disaster were to strike your family, could you cope 
with it? Or will a disaster shatter your “balloon of security.” 
The Federal Life Insurance Company of Chicago offers the finest 
Secured Income Plan in the insurance field today. This non- 
cancellable, guaranteed renewable plan is a combination of Life and 
Accident and Health—just the thing to protect your “Security 


balloon.” 


If you would like further details on selling this plan write: Emery 
Huff, Agency VP. Manager openings in Kansas City, Minneapolis- 
St. Paul and other prominent cities are available. 
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Chicago 46, Illinois 





effect these companies will have on 
our present markets,” he said. “My 
own opinion is that these companies 
will capture a great deal of the busi- 
ness that we have neglected and could 
be responsible for increasing the life 
insurance companies’ share of our 


national disposable income. If so, 
this will be desirable for the whole 
industry.” 


Praising the use of psychological 
tests in meeting the manpower prob- 
lem, Mr. Irish said these tests are 
particularly useful when given by 
competent professionals working in in- 
dustry at the executive level. 

“We in our company believe that 
the psychological testing of execu- 
tives and certain other employes has 
helped us to get together a better 
management team,” he said. “To me 
there is some satisfaction in my own 
philosophy that every single officer 
in our company came up through the 
ranks, but for the past 10 years there 
has not been a promotion made in 
our company without the use of the 
psychological tests by professionals in 
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a distant city, and no middle-manage- 
ment position is being filled in our 
company without the same procedure. 

“We have reviewed many people 
that I am certain we would not other- 
wise have considered, and we feel 
quite certain that the help we have 
gotten is most worth-while. Many 
other companies that have had experi- 
ence in this field feel the same way. 
If it will help us hire at the beginning 
men with natural fitness and develop 
them for future positions of impor- 
tance, what a battle we will have 
won!” 

Summing up his talk, Mr. Irish said: 
“From the negative are greater home 
office expenses and increased taxes. 
We are faced with federal legislation 
dealing with the aged which, if en- 
acted, would greatly expand our social 
security taxes. There is an ever-in- 
creasing volume of state legislation. 

“On the positive side, we have bet- 
ter mortality, currently increased in- 
terest earnings and splendid public ac- 
ceptance. And even though I believe 
we must wrestle with all the problems 
I have touched upon, and many more, 
I also believe that our business will 
move along in the future even faster 
than it has in the past.” 





You can’t eat it, wear it or spend it. But 
as a Christmas gift for employees, a new 
or broadened Group Insurance Plan will 
appeal to many employers. 


This is the gift which brings real and lasting 
benefits to the recipient—a gift that con- 
tributes to family security every day in 
the year. The idea is particularly appro- 
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from 10 to 24 workers. 


Plans may include Hospital and Surgical 
Benefits; Weekly Income for accident or 
sickness; 
Major Medical and Specified Disease. 
There are only about 50 “shopping days” 
to Christmas—so clip the coupon, attach 
to your letterhead and mail it today. 
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it on behalf of non-residents, to the 
detriment of the domiciliary corpora- 
tion) to take prophylactic action. 

We now turn to constitutional prob- 
lems raised by the 1957 amendment 
by which Nebraska purported to pro- 
hibit a Nebraska insurance company 
from engaging in deceptive practices 
“in any other state.” Plainly, conduct 
is not “regulated by state law” with- 
in the McCarran act proviso if a state 
regulatory law is, as applied to the 
conduct in question, unconstitutional. 


Policies Subject To State 


We do not question the power of 
Nebraska to regulate the character 
and terms of all of respondent’s in- 
surance policies. That state has power 
to regulate the policy terms because 
all of recpondent’s policies, even 
when the insured is a non-resident, 
are entered into in Nebraska and 
claims thereunder are processed and 
paid or rejected in Nebraska. But the 
Nebraska law regulating practices 
engaged in in other states constitutes 
an attempt to regulate extraterritorial 
conduct and stands on a different 
footing. 

An insurance company engages in a 
deceptive practice when it puts in the 
hands of a prospective purchaser a 
circular containing misleading state- 
ments as to the offered insurance 


(CONTINUED FROM PAGE 1) 


policy. The mere printing of such a 
circular is not a deceptive practice, 
nor is the mere mailing of it. It be- 
comes a deceptive practice unon re- 
eipt of the circular by the addressee, 
and if the addressee is a non-resident 
the insurance company’s deceptive 
practice is in the state of receipt, not 
Nebraska. 

A law of Nebraska making it un- 
lawful for a domiciled insurance com- 
pany to mail from the state any mis- 
leading representation might be free 
from due process limitations on state 
power", but this is not the law 
which Nebraska has enacted. That 
law declares that its purpose is to 
“regulate. . . . trade practices in oth- 
er jurisdictions,’ and its prohibition 
runs against engaging in deceptive 
practice “in the conduct of the busi- 
ness of insurance in any other state.” 

By its terms, there would be a viola- 
tion if a Nebraska corporation mailed 
from the state of Kansas misleading 
representations addressed to a Kan- 
sas, Oregon or New Jersey resident. 
In short, there avowedly is regulation 
of out-of-state conduct, indeed, regu- 
lation of conduct in a foreign coun- 
try", for the evident purpose of 
divesting the Federal Trade Commis- 
sion of all jurisdiction over the con- 
duct of Nebraska insurance companies. 

“The due process clause denies to a 
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A & H SALES DIRECTOR 
A & H UNDERWRITER 


A large eastern life company expanding into non-can disability has two excellent 
opportunities now open: ONE for a sales director with experience and demonstrated 
ability to be responsible for sales production, with salary upwards of $15,000 de- 
pending on background; the OTHER for a young underwri‘er sezsoned in non-can 
operations to develop and supervise this work, with salary upwards of $9,000 depend- 
ing on background. Excellent employee benefits program. Relocation expenses paid. 
Submit complete confidential resume of background and salary requirements to: 
Box K-18, c/o The Nat ona! Underwriter Co. 
175 W. Jackson Bivd., Chicazo 4, Hl. 


























Home Office Administrator 
Of Credit Life, A & H Co. 


One of the fastest arowing companies writing 
credit Ife and cccident and health insurance 
needs a man who has: 


I. Minimum of 4 or 5 yecrs of experien-e in 
the internal admin‘strotion of a credi’ life 
and acc'dent and health insurance company. 


n 


. Policy formation knowhow. 


we 


. Experience fil'ng rates ond policies with 
state insurance departments. 

4. Composed proposals for large accounts. 

5. Abil'ty to evaluate business for acceptance 
or rejection. 

In return, this man will be: 

1. An officer of the Company. 

2. Paid a salory commensurate with his ability 

and responsibilities. 


Write te Box K-14, c’o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 





CPPORTUNITY FOR 
ACTUARY 
F. S. A. TO SUPERVISE CONSULTING FIRM’S 
SERVICES TO INSURANCE COMPANIES. 
WILL BE MEMBER OF MANAGEMENT 
GROUP. SALARY OPEN. PROFIT-SHARING 
AND LIBERAL WELFARE PLAN. REPLIES CON- 
F!DENTIAL. SEND BRIEF RESUME TO: Box K-5, 


c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, III. 








SOUTH — AVAILABLE 
RESIDENT SUPERINTENDENT 
OF AGENCIES 


Regional Branch and General Agencies super- 
vison and development h'story; muliple line 
principles. Financially successful. 40. Desire sound 
growth company. Work well under self-imposed 
pressure allowing work scheduling flexibi'ity for 
pursuits of ins. research, study, fam’‘ly. Confi- 
dential. Box K-15, c/o The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Ill. 
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FTC Brief Hits At Nebraska’s Right Of Extraterritorial Control 


state any power to restrict or control 
the obligation of contracts executed 
and to be performed without the state, 
as an attempt to exercise power over 
a subject matter not within its con- 
stitutional jurisdiction.” Alaska Pack- 
ers Assn. vs Industrial Accident Com- 
mission, 294 U.S. 532, 540. 

Likewise a state “may not penalize 
or tax a contract entered into and to 
be performed outside the state, al- 
though one of the contractinz parties 
is within the state,” but the terms, 
obligations, and sanctions of a contract 
entered into within a state, even 
though it is to be performed else- 
where, “are subject, in some measure, 
to the legislative control of the state.” 
Id., 541. 


‘Baldly Asserts Control’ 


The Nebraska statute here involved 
is not an exercise of control over the 
consequences or the terms of con- 
tracts made within the state; rather 
it baldly asserts control over decep- 
tive practices engaged in elsewhere. 
This assumption of control over what 
is done anywhere in the United 
States or in a foreign country finds 
no support in the Alaska Packers case, 
supra, or Sligh vs Kirkwood, 237 U. S. 
52, upon which respondent has relied. 

It is a settled principle that. as be- 
tween two permissible constructions 
of a statute, one of which raises a 
serious constitutional question and the 
other does not, the latter construction 
is to be preferred. Since the phrase 
“regulated by state law” in the Mc- 
Carran act proviso, if construed to 
embrace the Nebraska statute as ap- 
plied to misrepresentations made to 
residents of other states, would re- 
quire decision of a substantial ques- 
tion as to the constitutionality of the 
Nebraska statute, we submit that this 
construction of the McCarran act 
should be rejected. 


Cites Respondent’s Position 


Respondent is in the best position to 
know what states actually regulate 
its business. It is therefore highly 
significant that, throughout this en- 
tire proceeding, respondent has never 
claimed that its business is regulated 
by state law other than by the law of 
Nebraska. : 

Finally, even assuming, arguendo, 
that the “unfair trade practices” laws 
of certain states might be interpreted 
as applicable to misrepresentations 
mailed to their residents by a non- 
licensed, non-resident insurance com- 
pany having no local agent or office, 
the mere applicability of the law to 
mail-delivered representations would 
not make __ these representations 
“regulated by state law” within the 
meaning of the McCarran act. 


Local Enforcement Inadequate 


What is more, attempted enforce- 
ment in the home state of Nebraska 
would offer no reasonable or adequate 
means of implementation. If we as- 
sume that the state official, the judge- 
ment plaintiff, would have statutury 
authority to institute suit in the courts 
of another state, it would still remain 
doubtful if he would feel justified in 
spending the time and money required 
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54 year old Los Angeles General Agency has rare 
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c/o The National Underwriter Co., 175 W. Jack- 
scn Blvd., Chicago 4, Il. 


GROUP SPECIALIST AVAILABLE 


Over 10 years experience in sales and service of 
all group lines plus brokerage experience. De- 
sire posit’on with company in Group Sales Man- 
agement Field. Under age 35, married, college 
graduate. Write Box K-17, c/o The National 





or aaa Co., 175 W. Jackson Blvd., Chicago 














October 17, jnaligcte 






to pursue that difficult and Unrcerigiection 





















































course. ovis 

Certainly, it could not be anticipy.f At ; 
that Nebraska would welcome wo 
suit since, if the Nebraska court » Mat tl 


tained the action, it would eithe, 
enforcing a policy contrary to 

Nebraska or would be impliedly huifhi 
ing that Nebraska officials haq j. 
derelict in enforcing the state's sf 
cy". Indeed, there is every Teason ; 
believe that Nebraska, following i 
traditional practice of Amer 
courts, would refuse to entertain sito all 
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tion designed to enforce the penal 
yisions of another jurisdiction. 
At least, it must be presumed that 
would not depart from the “rule 
tthe courts of no country execute 
penal laws of another,” a rule 
hich “applies not only to prosecu- 
ins and sentences for crimes and 
- emeanors, but to all suits in 
r of tne state for the recovery of 
wniary penalties for any violation 
{ statutes for the protection of its 
yenue, OF OL0T municipal laws, and 
all judgments tor such penaities.” 
jsconsin VS Pelican Ins. Co., 127 
5, 265, 200. See, also Huntington 
NS attrill, 146 U.S., 657, 668-669, 
ding tnat, for purposes of suit in a 
aah jurisdiction, a law is deemed 
nal wuen “the wrong sought to be 
edressed is @ Wrong to we puv- 
: _” Cf. Broderick vs Rosner, 
"US. 629, 642; Milwaukee County 
White Co., 296 U.S. 268, 271. 


estion Defined 

The question thus is-not, as in this 
ours National Casualty decision, 
hether conduct subject to a state 
gulatory law which can be effec- 
ively enforced is “regulated by state 
w” in the absence of proof as to the 

t to which the law has been ad- 

istratively enforced. The question 

whether conduct affected by a 

2 regulatory law which cannot be 
ectively enforced, for reasons not 
ithin the control of the enacting 
ate, is so “regulated.” We submit 
that in view of the legislative history 
of the McCarran act, this question 
must be answered in the negative. 

h a law mich‘ however, be subject to 

ae chjection that Congress, by prohi>‘ting 
we of the mails to def-aud (18 USC. 131), 
has occupied the field. It has been held that 
the McCarran act dces not make the f d° al 
mail fraul statute inapplicable to an insur- 
ance company which is subject to stat> reg:- 
lation with resnect to misleading represen- 
titios. Un'*e7 S‘otes vs Sylva-us, 192 F. 2d 
96, 99-100, 103-104 (C.A. 7), certiorari denied, 
42 US. 943. ae j 
1The law prohibits engaging in deceptive 
practices “in any other... . country” (supra, 
. 4). 
“This would be true since the representa- 
tions respondent mak~s in other states it makes 
when soliciti ¢ N>-braska residents and since 
there are the same_ statutory prohi* tions 
ithe model unfair trade practices act) in 
Nebraska as in other states. 
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lite Agents Exam Starts Oct. 21 

The 125th class of the Harmelin 
gency, general agents of Continental 
Assurance at New York, to prenare 
rokers for the Nov. 12 New York 
tate life agent’s examination will be- 
in Oct. 21. 

The course consists of five lectures 
dis conducted at 52 Church Street, 
com 1970. Instruction will be ‘ven 
y David R. Harmelin and William 


armelin, both of whom have been 
UTA madorators, 
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Nationwide V-P 
Tells Problems Of 
Dual Licensing 


(CONTINUED FROM PAGE 35) 
vided the sale of securities were not 
made as “inducements to insurance.” 
The same conclusion, he said, was 
drawn by the California department 
in 1956 on the question of licensing 
mutual fund salesmen to sell self- 
completion life insurance in connec- 
tion with a periodic investment con- 
tract. 

At present, Nationwide is faced with 
dual licensing problems in Florida, 
Maine and New Hampshire, he said. 
A regulation of the Florida securities 
commission prohibits a mutual fund 
dealer or salesman being licensed as 
a life insurance agent except to the 
limited extent the dealer or salesman 
is required to be licensed in order to 
sell self-completion life insurance in 
connection with a contractual invest- 
ment plan. 


Maine, New Hampshire View 


The securities departments of Maine 
and New Hampshire take the position 
that securities salesmen must engage 
full time in the business of selling 
securities for their dealer. Unlike the 
proposed ruling in Ohio and the regu- 
lation in Florida, which are aimed at 
preventing dual licensing in the fields 
of life insurance and securities, the 
rulings in Maine and New Hampshire 
prevent part-time securities salesmen. 

“Obviously we take exception to 
rulings of this nature. . . . The securi- 
ties laws of Maine and New Hamp- 
shire do not preclude part-time se- 
curities salesmen, nor could they con- 
stitutionally do so. A regulatory offi- 
cial may not accomplish by regulation 
an unconstitutional act any more than 
a legislative body by legislation,” Mr. 
Thornbury said. 


Opinion In Rhode Island 


A development in Rhode Island 
with respect to part-time agents is of 
interest he added. In 1954 the attor- 
ney-general of Rhode Island rendered 
an opinion to the insurance commis- 
sioner that life insurance agents must 
pursue the business of life insurance 
as their main occupation to comply 
with the. statutory requirement that 
such agents “be principally engaged 
in the life insurance business.” 

“From experience we know that the 
commissioner made an effort to en- 
force the statute, even to the point of 
considering denial of life licenses to 
casualty and fire agents. It is signifi- 
cant that the law was amended at the 
next session of the Rhode Island legis- 
lature to eliminate the above-quoted 
requirement.” 
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hospital-surgical-medical benefits. 
benefits from one year to Age 65—Accident from 

two years to lifetime. (Also participating life 
insurance and all types of group insurance! ) 


Sickness 


Expansion program provides openings for 
qualified General Agents in selected areas. 
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. .. with the Company that is moving out ahead with 30 modern types 
of Life insurance plans such as— 


$ PASSBOOK SAVINGS PLAN 
$ GUARANTEED INSURABILITY RIDER 


plus 14 Hospitalization, Accident and Sickness policies in addition to 
a flexible, highly competitive Group portfolio. : 


GO FIRST CLASS with $ Audio Visual Selling, $ Financial Assistance, 
$ Higher Commissions, $ Recruiting Bonuses, Unexcelled Home Office 
Support. For Agency Opportunities, wire or write— 


BYRON C. JOHNSON, Agency Vice-President. 
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“Oh, I don’t know anything about the work, Mr. Simms. But as your tenth oes’ 

employee, I’d qualify you for Provident Mutual’s small group coverage.” sedate 

at oul 

As fringe benefits loom larger in the com- erage for groups from 10 to thousands. Regard- ae 
petition for employees, the flexibility of Provi- less of group size, most benefits are custom- unfor 


dent Mutual group insurance helps smaller made to precisely fit the employer’s needs. wd = 


employers attract and hold better workers. The whole group market is growing 1us- bop 
And bigger employers need group plans more tily. Provident Mutual has everything an agent 
than ever. or broker needs to sell Group Insurance. You’ll 

Provident Mutual offers every major cov- do well to get full details. 
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